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EMPAC is your clear choice 
when it comes to monitors. 




1-800-TO-EMPAC 


C€ i i ra = 


At EMPAC we do con- 
siderably more to ensure 
that you gain a decisive 
edge over your competi- 
tion. EMPAC offers you a 
superior range of techno- 
logically-advanced hard- 
ware products, from entry 
level to the most advanced 
systems, monitors CD- 
ROM/Hard disk drives and 
main boards. 

EMPAC is truly 
unique because we take 
the time to provide excep- 
tional personalized sales 
and customer support, very 
competitive pricing, unbe- 
lievable specials (faxed 
weekly), custom and 
preconfigured systems and 
a variety of hardware prod- 
ucts. It all adds up to a to- 
tal solution that works to 
your advantage. 
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Pentium 


Why Not Deal With The Biggest? 

Bujing parts the usual \vay? No-name brands of no known origin. No assurances ol'reliability or compatibility'. No support. That’s noway 
to build a computer. Much less a business. Switch to Acer components. E'ery Acer product meets the toughest quality standards in the 
industry. And that includes just about erery kind of component your system needs, From monitors and keyboards to motherboards, sound 
cards, chassis, and CD-ROMs, AcerOpen has it all! And you’ll rest easy knowing every Acer component works togedicr. It’s proven every- 
day. As a matter of fact, Acer built the world’s fifth largest PC company around these parts. At Comtronic, we’re your one-stop Acer 
source. Our warehouses are packed to the ceiling with Acer quality products. And all at prices that figure to leave you plenty of margin. 
Call Comtronic, Canada’s largest AcerOpen Distributor, now for quality and quality that adds up. 


i ^ @ 3 « a o 


Call 1-800-297-5505 Today For An Authorized Comtronic Distributor Near You! 


A^OREN 


4-731-1223 613-736-75 







EDITOR'S DESK 


Dissembling the NC 


I recently assembled 
my first network com- 
puter. And believe me, 
it was tricky! I had to 
pull this tab. push this 
side — then the whole 
thing kind of collapsed; 
and I had to try it again. 
Alright, so maybe it 
wa.s just a cardboard life-sized model of the 
JavaStation that Sun provided so I wouldn't 
forget the physical attributes of the new sys- 
tem. ( ll'.s a .small, but stylish purple and grey 
affair — see page 44 for a photo.) 

Almost every traditional computer 
manufacturer has been evaluating the con- 
cept of this new computing "paradigm." (as 
Sun likes to call it). Please see “New Wave 
Of NCs..-," on page 44 by Jeff Evans. {This 
issue ue n'elctime Jeff as Canadian 
Compuier Wholesaler's new Toivnin Eeliior.) 

Mapping It Out 

For a map of the current scenario, consider: 
On one side are tlie big NC-advocates: Sun. 
IBM. Oracle — to name a few of the big 
boys. With a slated goal to reduce corporate 
IT costs by centralizing computing on the 
server, allowing only a very 'thin' client to 
sit at the desktop level; tliese vendors are 
paving the way for lower-cost, terminal-like 
devices, where applications and data are 
downloaded on-the-fly (Java expects to play 
a big role here). While the CPU will provide 
de.sktop processing and allow for an attrac- 
tive GUI — users won't have the flexibility 
to customize their desktops, load on soft- 
ware without permission of the network 
administrator, or even download data off the 
network. Hooray! — say the advocates, as 
this more "centralized" view of the world 
will be where the real cosl-.savings lie, as 
software management, upgrades, and 
administration can all happen centrally. 

Of course — as Bill Calcs is quick to 
point out — this will mean higher-co.si 
servers, heftier databases, plus more power- 
ful management software and networking; 
which neatly coincides with the areas of 
expertise of the major NC advocates. 

Yet, Gates hasn't laughed off their 
efforts. Rather. Microsoft has attempted a 
pre-emptive strike through the joint 
announcement with Intel of the NetPC. 
Instead of changing ba.sic architectures, the 
NetPC is a striped-down, standardized ver- 
sion of today's traditional personal comput- 
er. with an internal hard disk for caching 


only; and no end-user expansion slots. The 
basic message is: we can reduce the cost of 
corporate computing without throwing away 
the baby. Traditional computing can be 
adapted to offer more or less network-cen- 
tralized applications, and when a thin client 
is appropriate (for "heads-down" data inpui- 
ters, or to people who don't need the full 
functionality of PCs), then invest in the mo.st 
ba-sic PC model — (he NeiPC. 

So who's got it right'.' A popular answer 
is: "Well, both." Many corporations current- 
ly ninning terminal environments will close- 
ly examine NCs — to give their users more 
desktop processing power and attractive 
interfaces. Moreover, those moving to auiu- 
male new workers, may indeed consider 
NCs — particularly for single-task workers 
or employees with only modest computing 
demands. And while many companies may 
choose to sit back and evaluate the NCs 
potential and progress over the next while, 
iho.se most frustrated with the insecurities 
and management challenges associated with 
today's networks — will likely be among 
the first to lest out NC scenarios. 

The Home Front 

Now what about the home user? 

Rather than expecting a lot on the 
Internet appliance front from traditional PC 
vendors — look to players in other indus- 
tries. Telephone manufacturers (including 
Nortel) are developing systems that will 
expand the telephone's capability to down- 
load text-based information (even Web con- 
tent or E-mail) onto phone screens. In cer- 
tain geographical areas, people at home are 
already sitting down at their telephones to 
check and reply to their E-mail. 

And no doubt many homes currently 
equipped with video game machines would 
be interested in an upgrade to allow games 
players to surf the 'Net. (Development is 
already well underway on (hat front.) 

A Plea For Standards 

Whichever way the wind blows — the most 
important factor to consider will be stan- 
dards. All industry players had better lake 
care to ensure their offerings interact and are 
truly compatible with the others in the mar- 
ket-place. The last thing users want is a 
return to the proprietary computing 'para- 
digm' of the early '805. 

Have a wonderful holiday season. 

Grace Casselmwi 
Editor 
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Just Plug it in! ‘ 

Mth Accton it's that simple! 1 


Has your current Ethernet Network got you pulling 
your hair out? Is it too slow? Is it too troublesome to 
upgrade? Accton ’s Fast-Ethemet family of products 
has the answer. Accton will give you high perfonnance 
without the hassles! 



Our Products are fully compatible with all existing 
Ethernet networks. Designed for Plug & Play 
installation, upgrading is easy. Accton Fast 
Ethernet, Switches, and Routers give immediate 
performance gains without additional infrastructure 
expenses. 



For more information on our Fast Ethernet Cards, 
Hubs and Routers, call your Canadian Accton 
Distributor today or visit our web-site. 


yQccTon 

Just right for workgroups 


TIC DATACOM CANADA 

Tel: (604)608-0288 
Fax: (604) 608-0286 


ACCTON CANADA 
Tel; (604) 214-0768 Fax: (604) 214-0728 
URL: http://www.accton.corn.tw 


PUBLISHER'S DESK 


Morphing in two Directions 


Two big trends appear to be shap- 
ing up in the computer industry, 
if the evidence I'rom Comdex is 
to be believed. 

The computer as we know it 
is continuing to morph in two 
directions; Mobile handheld 
computers and Web-based Java PCs. Both of these 
new trends imply a simplification of what a com- 
puter does and the related maintenance and training 
requirements. In one direction we are seeing new 
simpler portable computers represented by the new 
CE Windows handheld units. In the other direction 
is the emergence of products designed to simplify 
the basic PC into a Web-dependent E-mail and 
information gathering device. 

This direction is represented by Sun’s new 
JavaStation and the NeiPC. 

You will hear volumes about the technology of 
these two new directions. No doubt magazines will 
be launched just to explain them. My question is 
who is going to sell these units? 

Personal Digital Assistance™ 

Someone should go out and trademark the name 
Personal Digital Assistance us a greui name for a 
store specializing in handheld computers. I would 
do it. but I am not likely to go into retailing any 

We have already seen that with basic electron- 
ic organizers and low-end PDAs, manufacturers can 
make them simple enough to put in a retail box and 
sell them in electronics boutiques. When the com- 
plexity goes down, the number of outlets that can 
sell these units goes way up. They become like 
microwaves — a day's training and an orangutan 
could sell them. 

If the new Windows CE platform is loo easy, 
then the units will likely become commodities. It 
will be difficult for clone-makers to jump into this 
game. This is an area where larger manufacturers 
will likely dominate and chain stores or volume 
resellers will predominate. 

It is yet unclear how well this market w'ill do. 
The Apple Newton has had slow .sales, due to high 
price and so-so marketing. One report I heard sug- 
gested that the company had only sold about 
1 00.000 units this year — not exactly a mass-mar- 
ket phenomena. 

I have seen some Newton-specific stores in 
major Canadian and U.S, cities, but they always 
seem deserted when I visit them. The Newton units 
were kind of an odd ball — not even Macinto.sh. def- 
initely not Windows. Software packages had to be 
specifically written to the Newton operating system. 

Windows CE will no doubt benefit by the suc- 
cess of Windows in general. If adapting the soft- 
ware to run on the CE platform is relatively easy, 


Microsoft could have another winner on its hands. 
One thing that the Newton experience suggests is 
that if the area grows, and consumers demand cus- 
tom solutions, then a market will emerge for 
resellers to supply these options (and .someone will 
make a million bucks with the store named Personal 
Digital Assistance”"). 

Web PC 

PCs have been lambasted by business consultants 
for lower productivity in many businesses, despite 
billions having been spent to automate companies. 
Numerous surveys have pointed out that the cost of 
the average PC is far exceeded by the training, con- 
figuration and software support cost of the unit over 
tliree to five years. 

The promise of the Web PC. or the Java-ba.sed 
PC is that the consumer or employee would have 
one of these units placed on their desk and then 
never have to deal with another configuration has- 
sle. The Web, by its nature, promises a much sim- 
pler interface to information gathering and manipu- 
lation. The unit would be reduced to a monitor, key- 
board. modem, a CPU and some RAM — no disk 
drives to fiddle and configure. The premi.se is that 
these units would sell for S500 and up. perhaps 
even lower if the consumers can use their existing 
TV .sets as monitors. 

New reseller channels will no doubt emerge to 
sell these units. I met a cheerful fellow on the plane 
recently who had come back from a multi-level 
marketing seminar where a telephone-based Web 
PC was being touted as the next road to riches. To 
the home, these units will likely be sold on a lease 
by cable companies. 

In the past few weeks. Rogers Wave has been 
announced in more Canadian markets. This service 
uses cable to provide high speed Internet access, 
and looks very competitive with the telephone com- 
panies ISDN services. Selling a box for Web TV 
would be a natural extension for this company. 
Traditional computer reseller channels will not be 
blocked out of these sale.s. 

Corporations will still look to reseller.s to pro- 
vide these units, but clearly new channels will pose 
competition. 

Challenge and Opportunity for Resellers 

The lifeblood of many computer resellers is going 
to be challenged if either of these two new comput- 
er evolutions take hold in a big way. No doubt the 
traditional computer will not disappear, but many of 
the potential customers for computers will be look- 
ing at these options as ulternulives. 

As always, resellers who adapt and grow will 
flourish- [<^Vi 

Doug Alder 
I'tiblisher 
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WiTh such features as a large 1 1.3" SVGA or 12. i" XGH 
Active Matrix LCD screen, Infrared port for wireless com- 
municaiions. Pentium CPU, 6x CD-RO.M drive. Glide Pad 
Finger Mouse, and brilliant multimedia stereo sound sys- 
tem. Sharp Electronics is writing the next chapter in note- 
book computing. 

Introducing the Sharp PC-9030 and die PC-9080 state-of- 
the-art, higli-performance, notebooks— multimedia solu- 
tions your customers can take on the road! 


Designed and manufactured by Shar|)— that means 
proven reliability’ backed by national service support net- 
works. incentives and our experience that only tlie leader 
in mobile technologies can provide, we not only give 
your customers higli performance notebooks. I)ut gi\'e 
you the tools to make profitable sales and post sales sup- 
port like the Shaiy) Rapid Exchange Program. 

We’re looking for resellers to be part of the Sharp Team. 
Commited to providing value, high performance, power 
and technologies virtually unmatched by the competition. 


Available at: 



PraData 


Pro-Data Inc. 

6-854 Marion Street 
Winnipeg, MB. R2J0K4 
Tel: (204) 231-0590 
Fax: (204) 231- 0480 


Pro-Data Inc. 
3424-25th Street 
Calgary, AB. T1Y 6C1 
Tel: (403) 250-8881 
Fax: (403) 250-7706 



FROM SHARP MINDS 
COME SHARP PRODUCTS ' 



INDUSTRY FLASH. 


JMDUSTRY FLASH! 


Netscape, Oracle sign deal 

Netscape Coitimunicaiions Corp. and Oracle 
Corp. have announced two agreements in 
which they will integrate, market and distrib- 
ute each other's products. 

Oracle will bundle Netscape Navigator 
with the NC software operating environment 
produced by Oracle's subsidiary - - Network 
Computer Inc. Oracle says it will not offer 
any other third-party browsers bundled with 
its Intel-based NCs. 

In a separate agreement. Oracle enter- 
prise and workgroup database servers will be 
bundled with Netscape Commercial 
Applications, including Netscape Merchant 
System. Netscape Publishing .System and 
Netscape Community Sy.stem. Moreover. 
Netscape won't offer non-Oracle database 
software with Netscape Commercial 
Appliculions. Netscape will also deliver 
Oracle Universal Server-based versions of its 
Netscape Livewire Pro and Netscape 
SuilcSpol server family to market. ♦ 


Meridian Data signs DynaTek 

DynaTek Automation Systems Inc., in North 
York. Oni.. has signed an agreement with 
Meridian Data Inc. of Scolls Valley, Calif., to 
distribute Meridan'.s full line of CD-ROM 
network software and servers across Canada. 

DynaTek is a distributor and manufac- 
turer of SCSI mass storage subsystems. 
CD-ROM 


Toshiba notebook line adds full multimedia capability 

Last month, To.shiba of Canada. Information 
Systems Croup (ISO) rolled out live new mod- 
els of notebooks, all of which offer full 
Multimedia PC (MPC) capability, across a 
wide range of configurations and price points. 

According to Robert Grossman, vice- 
president and general manager of Toshiba of 
Canada. !SG, "With the debut 


of the Toshiba Satellite 
2(I0CDS, full multimedia 
capabilities are now standard 
across all new Toshiba of 
Canada notebooks. Toshiba is 
first to bring the features that 
were previously reserved for 
the higher end right down to 
the entry level, so that more of 
our customers access the fea- 
tures they need for today’s 
resources intensive mobile computing." The 
new models include: the Satellite 20()CDS 
and Satellite Pro 430 scries, aimed at the 
price sensitive executive and small businc.ss 
user, the Pnrioge 660 CDT ultra-portable 
($8,299). for the premium, ultra mobile desk- 
top replacement notebook user, and the Tecra 
5I0CDT, also for the high end desktop 
replacement market. Not all prices on the new 
mtxJels were finalised at the time of launch. 

All the new models are based on the 
Pentium processor, with clock speeds ranging 
from lOOMHz (Satellite 200CDS). to 
I20MH7. (Satellite Pro 430). l3.3MHz (Tecra 
SIOCDTiand I.SOMHz (Portege 660CDT)- 
All models feature built-in CD-ROM drives 



|6X for the Satellite 2(X)CDS. I OX for the 
rest), large, high re.soluiion color scrcen.s. 
stereo sound, large, fast hard drives (up tn 
I2.l-inches with 8(K) by 600 resolution with 
16.7 million colors). 16MB EDO RAM 
(expandable up to 144MB on the Tecra 
5 lOCDT), and an array of additional features. 

particularly on the higher end 
models, including Lithium Ion 
batteries, sophisticated power 
management features, digital 
video acceleration, and built-in 
modems. 

Toshiba continues to be the 
leading notebook vendor in 
Canada, with about 27 per cent 
market-share. 

The company recently 
announced a worldwide, com- 
prehensive warranty program in association 
with Unisys, where mobile computer cus- 
tomers will be offered an international war- 
ranty fulfilment network. Problems that can't 
be resolved over the phone will have .service 
co-ordinated by Unisy.s. with a no-cosi-io- 
ihe-cuslomer turnaround of between three 
and five days. 

As well, after a good reception to the 
new line of Toshiba consumer PCs in the 
U.S., Toshiba Canada may release the second 
generation of Toshiba consumer desktops in 
Canada in mid-1997, according to a Toshiba 
source. The new line can he expected to offer 
.some spectacular digital video capabilities, 
according to the source. ♦ 



product 
including: CD Net Soflwiue for configuring 
and managing shared CD-ROMs for all net- 
work platforms; CD Net CD-ROM Network 
Servers and Subsystems; and CD NetRecord 
CD-Recordable Network Software. 

The relationship will also include an 
ongoing, cooperative channel marketing 
campaign including advertising, sales and 
rebate promotions, and support initiatives. ♦ 


IBM, Intel ally on desktop management with agreement 

(NB) — Intel Corp. will incorporate IBM's Wake On LAN technology in its Fast F-thernci 
adapters and LANDesk Client Manager software, and IBM in turn will use iho.se products in 
desktop computers based on Intel's Pentium and Pentium Pro microprocessors. a.s part 
of the Advanced Manageability Alliance the two companies have announced. 

IBM computers incorporating the Intel products with Wake On LAN will be avail- 
able in the first quarter of 1 997. company officials said. According to IBM spokesper- 
son Bill Hughes, the alliance also gives Intel the right to .sell the products to others. 

The Advanced Manageability Alliance is strictly an agreement between IBM and 
Intel, and isn't intended as the beginning of a larger industry group involving other ven- 
dors. Hughes said. He also denied there is any connection between this announcement 
and recent maneuvering — that ha.s included IBM. Intel, and other companies such as 
Sun Microsystems Inc. and Microsoft Corp. — over new "network computer" or 
Internet appliance designs that might compete with traditional PCs. 

Intel's Fast Ethernet silicon technology and IBM's Woke On LAN technology — which 
allows a PC to be turned on by remote control over a local-area network — are the key elements 
of the agreement today. Hughes said, but in time other products may be exchanged as well. 
"Thi.s is not just a one-off technology agreement." he said. “It's going on for a while." 

The two vendors claimed their goal is to make it easier for their customers to manage 
desktop computers, install and upgrade software, deal with support issues, iind reduce costs. 
They said they are working on further technology that will allow corporate PCs to be controlled 
by IBM's LAN Client Control Manager and Intel's LANDesk Configuration Manager. ♦ 
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Window 
To Your 
Mind’s Eye 

Whether you're charting the family budget, or envisioning the world 
of tomorrow, Samtron provides a clear window to your mind's eye. 

for°iI <Xa% 

like what you see") and highly recommended by PC Digest and 
Raiings Report. 



Plug and Play with Windows 95 - 
simplifies installation and maximizes display 
performance. 


ClearScrcen Coating eliminate.s eyestrain 
and fatigue. 


Energy Star and VESA CPMS saves 
on energy costs. 


Bsmnscopstjt O 





Invar Shadow Mask minimizes distortion to 
deliver .sharp, photo like images. 



Samtron's commitment to quality and 
reliability. 



1509011 certification for quality, consi.stency 
and durability. 





D8cem6erl996 WHOLESALER 13 




CD-ROM 


Asli said the markel for 'mullimedia upgrade kits' — 
bundles eonluining a CD-ROM drive, a sound curd, 
speakers and a selection of software, have declined con- 
siderably in the last year. 

He said: "People just want the drive by itself, either 
to put a CD-ROM drive in a PC that doesn't have one, or 
to upgrade from a 2X drive to 8X or lOX, They already 
have a sound card and speakers, and they increasingly 
don't want to buy a bundle of CD-ROM tides, only a cou- 
ple of which they'd ever want to use." 

Brand Awareness Isn’t Big 

According to Ash. most retail customers regard CD- 
ROM drives as a commodity, and have relatively little if 
any brand awareness. Margins are so low. that .selling 
CD-ROM drives has become as much a service to attract 
and keep customers, as n major proftt centre. 

The multi-changer CD- 
ROM drives, introduced by 
vendors such as NEC and 
Pana.siinic, have had only mod- 
est success, compared to the 
popularity of multidisk CD 
audio players in the consumer 
electronics market. 

It appears that most PC 
owners would rather devote the i 
lars in incremental cost for a multi-disk CD-ROM play- 
er to other, higher performance purchases, such as extra 
RAM. graphics cord, hard drive capacity, or a bigger 
monitor. 

Aside from resistance to the extra cost of a multi- 
changer CD-ROM drive, the ergonomics of computer 
use seems to have conspired agninst the success of that 

A PC user is never more than a few inches away 
from the CD-ROM drive. Changing disks is a minor 
chore. A CD audio u.ser, however, mingling with guests at 
a party, or attempting a seduction on the couch across the 
room frttm the sound system, finds gelling up and tnanu- 
nlly changing disks much more of a nuisance, hence the 
greater recepiiveness of that customer base to the multi- 
disk product. 

DVD — Mountain, or Molehill? 


“Looming over the entire CD-ROM 
hardware and software market 
is the unanswered question 
of Digital Video Disk (DVD) 
technoiogy. " 


This rai.ses the spectre of consumer resistance to a 
new. incompatible formal. 

On the one hand, if consumers decide they want 
DVD, then dealers will benefit from increased replace- 
ment sales as well as new sales, with higher prices 
and profit margins. On the other hand, 
though, there is the possibility of 
retailers gelling stuck 
with unsold old- 

model CD-ROMs 

if DVD catches on 
more quickly than 
expected, or with 
unsold slocks of 
DVD drives if the 
new technology flops, or. even if, as 
Bill Gates found out. if it just takes longer than expected 
for new technology to catch on. 
As well, retailers may find that 
the problem of ‘loo many multi- 
media titles, loo little shelf space' 
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will g. 


c if new 


a few hundred dol- 


DVD-only lilies jostle for space 
with the older format. 

Major PC manufacturers 
are preparing to move into the 
; they plan lest introductions 
rilh DVD drives as a standard 


l.ixrming o 


•e CD-ROM hardware and soft- 


e market is the unanswered question of Digital Video 
Disk (DVD) technology. If the copyright fears of stift- 
ware content publishers can indeed be allayed (perhaps 
by some sophisticated encryption techniques!, DVD 
might become a big factor in the market by the end of 
1997. 

DVD drives have more than 40B in storage capaci- 
ty, compared to -6.‘iCB for a regular CD-ROMs. Tliis 
allows full length feature lilms in extremely high quality 
digital video format to reside on a single disk. The DVD 
drives are supposed to be backwards compatible (wilt run 
(he current (i-SOMB capacity CD-ROM disks), but DVD 
fonnal disks can’t be read by current. non-DVD drives. 


DVD CD-ROM market, a 
of consumer PC models w 
feature. 

Toshibu, for example, which ha.s entered the U.S. 
retail market with a line of premium-priced (and initially 
very well received) desktop home PCs. hints that it 
intends to introduce the next generation of its home desk- 
top PC line into Canada in mid-1997, complete with 
DVD drives as a standard feature. 

And Eventually, ^ 

DVD For Notebooks 

Also according to Toshiba, which 
ha.s recemiy unveiled a 
line of notebook PCs 
with built-in CD- A 
ROMs as a .slan “ 
dard component ii 
business notebooks. I 
DVD for mobile 
computer users 
ly 12-18 months away, but it 
is likely to come eventually. 

The CD-ROM has gone from an 
exotic, rare technology to a must-have, heav- 
ily discounted commodity in about eight years, but 
if anything, its rale of change, in terms of markets, prices 
and technology, seems destined to accelerate in 1997. 
providing a difficult, fast moving target for the reseller to 
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CD-ROMs 


CD-ROMs: Can We Keep 
Up With The Changes? 


Oversiipply, DVD Advent — Jlade 1996 Tumultuous 
And Just 'Wait ‘Til You See 1997! 


Bill Dales, when visiling Toronto two years ago. said 
when he saw the potential of CD-ROM technology - - a 
cheap, huge capacity storage and publishing medium for 
computer software — he figured that all computer users 
would immediately rush out and add CD-ROM drives 
) their computers. “It didn't happen nearly as 
quickly as I thought it would.” he commented, 
"But it did happen eventually.” 

— In 1995, worldwide .sales of 
CD-ROM drives expanded 
isiveiy from the year 
before, reaching as much 
s 33 million units. 
I However, in antic- 
I ipation of even 
stronger sales than 
that, manufactur- 
i made millions more 
CD-ROM drive.s than they could 
sell. Warehouses in Singapore and else- 
where in the Pacific Rim were packed to the 
ceiling with unsold product. 

What was worse, as new, faster models of eight- 
speed and 10-speed CD-ROM drives began to come off 
of assembly lines, emergency 
measures bad to be taken to sell 
older, slower four- and six-speed 
drives while they were still sell- 
able. The result was a price-cut- 
ting frenzy, which was great for 
consumers, but terrible for man- 
ufacturers. 



The History 

Philips, the inventor of the orig- 
inal Compact Disk technology, had aiiracied a lot of sup- 
port from computer vendors for the CD-ROM medium as 


“Aside from resistance to the 
extra cost of a multi-changer 
CD-ROM drive, the ergonomics 
of computer use seems to 
have conspired against the 
success of that product." 


early as the laic 1 980s. The first CD readers for comput- 
ers were massive external units (usually SCSI model.s). 
which had a snail-like data transfer rate of about 150Kbps 
(so-culled single speed), and cost a-s much as $1,000. for 
the early Apple Mac version. 

Quickly, however, costs declined as prixluclion 
increased, and data transfer rales increased in increments 
of 150Kbps, to the point where the current statc-of-the- 
iin I0-speed( IOX)CD-ROM drive reads data at rates up 
to 1 .5Mbps. a respectable fraction of a hard drive's data 
transfer speed. 

They All Got In On The Game 

A host of manufacturers jumped into the CD-ROM drive 
market, including Toshiba, Pioneer. Philips. Acer, 
Plextor, Creative Labs. TEAC. Goldstar, Pana.sonic. 
Pinnacle. Hitachi and Sony. 

NEC. in particular, e.stablished a reputation for qual- 
ity. with its SCSI interface cards and CD-ROM drives, 
that made it a major supplier of premium priced drives. 
The price collapse of 1996. however, has transformed the 
market drastically. CD-ROMs have become a low-price, 
low-margin commodity (6X drives were selling at a loss 
leader retail price of USS39 at the Comdex/Chicagn 
show). Technology leader NEC. 
battered by the price cutting and 
by the increase in the co.si of the 
Japanese yen, has found the CD- 
ROM drive market a very hostile 
environmenl, and has cut back its 
pai'ticipnliun in it. at least for the 

According to Dave Ash. 
owner of Multimedia Connection, a 
Toronto-based CD-ROM software 
store. "Almost every new home PC (more than 90 percent) 
being sold loday. has a CD-ROM drive pre-installed. ” 


hiipJMwwccwm^i 
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Ash said Ihe markel for 'muiliinedia upgrade kits' — 
bundles containing a CD-ROM drive, a sound card, 
speakers and a selection of software, have declined con- 
siderably in Ihe last year. 

He said: “People just want the drive by itself, either 
to pul a CD-ROM drive in a PC that doesn't have one, or 
to upgrade from a 2X drive to SX or lOX. They already 
have a sound card and speakers, and they increasingly 
don't want to buy a bundle of CD-ROM titles, only a cou- 
ple of which they'd ever want to use." 

Brand Awareness isn’t Big 

According to A.sh, most retail customers regard CD- 
ROM drives as a commodity, and have relatively little if 
any brand awareness. Margins are so low. that selling 
CD-ROM drives has become as much a service to attract 
and keep customers, as a major profit centre. 

The multi-changer CD- 
ROM drives, introduced by 
vendors such us NEC and 
Panasonic, have had only mod- 
est success, compared to the 
popularity of mullidisk CD 
audio players in the consumer 
electronics markel. 

It appears that most PC 
owners would rather devoie ihe i 
lars in incremental cost for a multi-disk CD-ROM play- 
er to other, higher performance purchases, such as extra 
RAM. graphics card, hard drive capacity, or a bigger 
monitor. 

Aside from resistance to the extra cost of a multi- 
cliangcr CD-ROM drive, the ergonomics of computer 
use seems to have conspired against the succes.s of that 
product. 

A PC user is never more than a few inches away 
from the CD-ROM drive. Changing disks is a minor 
chore. A CD audio user, however, mingling with guests at 
a parly, or attempting a seduction on the couch across the 
room from the sound .system, finds getting up and manu- 
ally changing di.sks much more of a nuisance, hence Ihe 
greater recepliveness of that customer base to the mulli- 
disk product. 

DVD — Mountain, or Molehill? 

Looming over the entire CD-ROM haidwarc and soft- 
ware market is the unanswered question of Digital Video 
Disk (DVD) technology. If the copyright fears of soft- 
ware content publishers can indeed be allayed (perhaps 
by some sophisticated encryption techniques), DVD 
might become a big factor in the market by Ihe end of 
1997. 

DVD drives have more than 4CB in storage capaci- 
ty. compared to .65QB for a regular CD-ROMs. This 
allows full lenglh feature films in extremely high quality 
digital video format to reside on a single disk. The DVD 
drives are supposed to be backwards compulible (will run 
the currem b.SOMB capacity CD-ROM disks), but DVD 
format disks can't be read by current. non-DVD drives. 



“Looming over the entire C[>ROM 
hardware and software market 
is the unanswered question 
of Digital Video Disk (DVD) 
technology. " 

a few hundred dol- 


This rai.ses the spectre of consumer resistance to a 
new, incompatible format. 

On the one hand, if consumers decide they want 
DVD. then dealers will benefit from increa-sed replace- 
ment sales as well as new sales, with higher prices 
and profit margins. On the other hand, 
ihough. there is the possibility of 
retailers getting stuck 
with unsold old- 
model CD-ROMs - 
if DVD catches on 
more quickly thiui 
expected, or with 
unsold slocks of 
DVD drives if the 
new technology flop.s. o) 

Bill Gales found out. if it just lakes longer than expected 
for new technology to catch on. 
As well, retailers may find that 
the problem of ‘loo many multi- 
media titles, too little shelf space' 
will get even more acute if new 
DVD-only titles jostle for space 
with the older formal. 

Major PC manufacturers 
are preparing lo move into the 
DVD CD-ROM market, as they plan lest introductions 
of consumer PC models with DVD drives as a standard 

Toshiba, for example, which has entered the U.S. 
retail market with a line of premium-priced (and initially 
very well received) desktop home PCs, hints that il 
intends to introduce the next generation of its home desk- 
top PC line into Canada in mid-1997, complete with 
DVD drives as a standard feature. 

And Eventually, 

DVD For Notebooks 

Also according to Toshiba, which 
has recently unveiled u 
line of notebook PCs 
with built-in CD- 
ROMs as a Stan 
dard component ii 
business notebooks. I 
DVD for mobile 
computer users is like- 
ly 12-18 months away, but it 
is likely to come eventually. 

The CD-ROM has gone from o 
exolic. rtu^ technology lo a must-have, heav- 
ily discounted commi>dily in about eight years, but 
if anything, its rate of change, in terms of markets, prices 
and technology, seems destined lo accelerate in 1997, 
providing u difficult, fast moving target for the reseller to 
catch. 

Jeff Evans is Tomiilo Editor for Canadian Compuler 
Wholesaler. He can be reached at jeff®lcpon.ca. 
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To mend a house, you reed the right tools. To precisely display the true colors ir real life, you need an AOC monitor. 
Get the right tool, get an AOC. With its high performance 14", 15", 17" and 21" monitors, 
you surely will see a brighter and better view of life. Try it. See it with your eyes! 
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Merisel signs with 
Techmar Technologies 

Merisel Canada Inc. has announced ihe 
signing of a dislribulion agreement with 
Techmar Technologies. 

Techmar was named as a result 
of the acquisition of the assets of 
Rexon Inc. of Longmont, Co., by 
Legacy Storage Systems 
Inlemutional Inc. of Markham. Ont. 

Techmar's SmartAiray series of 
RAID products are new to the disiri- 
hution channel. SmartArray features 
Ultra Wide SCSI 3. 2GB and 40B 
liard disks. PCI disk array controllers 
and a maximum throughput capacity of up 
ofSOMB/sec- 

According to Merisel. SmartArray is 
designed for LANs and enterprise networks 
and is compatible with major operating sys- 
tems. such as Novell NetWare, OS/2 and 
Windows NT. 

Ingram Micro launches 
Internet catalog 

Ingram Micro Inc. (Canada) bus launched an 
Internet-based electronic catalog, providing 
resellers with pa.ssword-protected, real-time 
access to infonnaiion on more than 26,000 
products from 550 manufacturers. 

Resellers can visit Ingram Micro's Web 
site at htip://www.imcan.coin/, to look up price 
and product availability. A fiill-lexi search 
capability allows users to search by price, 
availability, name, category or key word. 

Ingram Micro's In-Depth Manufacturer 
Information Library features sales and mar- 
keting materials, technical information and 
publications, training manuals and channel 
support. Using Adobe's Acrobat software 
and Portable Document Formal (-pdf), the 
company says the library provides a store- 
house of manufacturer information that is 
indexed and resellers can print, store or E- 
mail stored documents. 


Prepare for tax season — 
with The Canadian Tax Tutor 

Calgary-based CanTax and Winnipeg's The 
Jacks Institute have launched a software 
package to combine an income tax training 
course with planning software — in advance 
of the lax season. 

According to CanTax, The Canadian 
Tax Tutor is designed to help Canadians gel 
organized to piepaied their annual income 
tax return. It features hands-on instruction 
by tax author Evelyn Jacks and include.? 
1996 tax training software by CanTax. 

When consumers buy and register their 
software, they'll receive a final filing version 
of the CanTax 97 software when it is available 
next February — just in time to file 1996 
income tax reium-s. 

TTie Canadian Tax Tutor can handle ' what 
if scenarios, 
such as charita- 
ble donation 
and RRSP con- 
tribution lev- 
els, and print 
the nesulLs on a 
draft lax return. 
Users cun earn 
a Cenilicaie of 
Participation from The Jacks Institute, for com- 
pleting tlie course. 

The Canadian Tax Tutor has a suggested 
retail price of S59.95. 


Canadians tackle 'Net 
content concerns 



As part of me SlarlSale Cttallerge Initiative in CanaOian 
scnoole. Ron Warns, Net SnepnerU Inc.'s executiva vnee- 
ptBsidenl, leennology, demonstrates ttie raring process 
to leaciiar Snaron Horn anO student Tone Heming at 
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(NB) — Two Canadian companies and a num- 
ber of Canadian educators are working in their 
own ways on the problem of keeping children 
away from inappropriate Internet content. 

Calgary-based Net Shepherd Inc. has 
announced a content-rating program called 
the SlarlSafe Challenge in co-operation with 
the federal government's SchooiNet, while 
Vancouver-based Net Nanny Ltd. has just 
announced a new release of its namesake 
access- control software. 

Kevin MacDonald, a spokesperson for 
Net Shepherd, said his company launched 
the SiariSafe Challenge to have teachers, 
librarians, and other qualified educators rate 
the roughly 57 million documems available 
on the World Wide Web. Through a collabo- 
rative rating .system using Net Shepherd's 
DAX Hound software, participants will 
assign ratings ranging from general through 
objectionable to document.?, and also by 
quality using a five-star system. These rat- 
ings will be placed in a database for future 
reference. 

SchooiNet, the network the Canadian 
government set up to link Canadian schools, 
is supporting the project, and Net Shepherd 
issued a challenge to schools in the United 
Slates to participate as well. 

MacDonald said his company plans a 
major promotion of the project in the U.S. 
later this year. 

Lcs Jickling, marketing coordinator at 
Net Nanny, said schools are showing a 
growing interest in his company's software, 
which allows parents or teachers to limit 
access to Web sites. This is partly because 
the issue is getting a lot of public attention 
lately and partly because schools are using 
the internet more and more, he said. 

Net Nanny has just released Version 3.0 
of the software. One new feature is the option 
of creating a “Can Go" list, so that only list- 
ed sites are accessible, a.s an allemaiive to the 
earlier version's "Can't Go” approach, which 
required updating to keep up with the discov- 
ery of new sites that needed blocking. 

Jickling said businesses are also show- 
ing interest in Net Nanny because it allows 
them to control time-wasting use of the 
Internet at work without blocking employ- 
ees' access altogether. 

Net Nanny has a suggested retail price 
ofS39.95. 

Canadian ISP Croup 
announces code of conduct 

(NB) — The Canadian As.sociation of 
Internet Providers (CAIP) has created a vol- 
untary code of conduct that it hopes its 
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members and other Internet service 
providers (ISPs) will follow. 

The code pledges compliance with all 
applicable laws, and in particular commits 
ISPs not to knowingly host illegal malcrial.s 
on their systems. It also promises respect 
and protection for user.s' privacy, and a com- 
mitment to public education about Internet 
issues and technology. 

Margo Langford, general counsel for 
iStar Internet Inc. in Ottawa and chair of the 
CAIP group that drew up the code of con- 
duct. said there is no formal policing mech- 
anism at the moment — but CAIP may at 
some point in the future make a commitment 
to comply with the code a condition of 
membership in the organization. 

CAIP currently has about 40 member.s. 
or about 10 per cent of Canada’s ISPs, 
Langford said. 

Langford said the code’s commitment 
not knowingly to host illegal material means 
ISPs will remove material that is illegal — 
such a.K child pomogniphy — if it is brought to 
their attention. Clauses in the code also com- 
mit ISPs to make a reasonable effort to inves- 
tigate legitimate complaints about content they 
host, and will notify the content provider or 
abuser of the complaint before taking action. 


ISPs can control World Wide Web con- 
tent posted on their servers, and can stop car- 
rying specific Usenet news groups, which are 
usually made available to an ISPs subscriber 
by loading them onto the ISP’s own server. 

An ISP cannot do anything about its sub- 
scribers obtaining illegal material from sources 
elsewhere on the IntemeU Langford added. 

On the privacy front, the code of ethics 
stales that ISPs will provide private infor- 
mation to law enforcement authorities only 
as required by law. 

Rogers puts Canadian 
art on the Web 

(NB) — Rogers Communications Inc. has 
launched a Web site called Artwaved'Rogers. 
which links six Canadian an galleries and will 
grow in future to include more. The site uses 
Sun Micro.system.s Inc.’s Java hinguage to pro- 
vide some unusual features. 

The site, at hiip;//www.attwave-rogen<.ctHn. 
is not a money-making venture, according to 
Rogers spokeswoman Jan Innes. It grew out 
of Rogers' sponsorship of a Toronto art exhi- 
bition last year. Innes said that, when Rogers 
sponsored the show at Toronto's PowerPlani 
contemporary gallery last year, the company 
arranged to display images of the artwork in 


the show on its Web site. Then a company 
employee got the idea of expanding this 
concept to other galleries. 

To date, the Power Plant, the 
Vancouver Art Gallery, the Edmonton An 
Gallery and Gleiibow Museum, the An 
Gallery of Ontario, and the amilion An 
Gallery in Hamilton. Ontario are live on 
Anwave. The Winnipeg An Gallery, the 
London Regional Arts & Historical 
Museums in London. Ont., the National 
Gallery of Canada in Ottawa, the Musce 
d’an conlemporain de Montreal, and the An 
Gallery of Nova Scotia in Halifax are 
expected to be live by December. 

Using Java, Rogers has created a site 
where visitors can take a "virtual tour” of 
the galleries, seeing images of the rooms in 
the gallery and then clicking on individual 
art works to zoom in on detailed images. A 
Java-enabled Web browser is needed to take 
advantage of this. 

Innes said the site is extensive, with 
about 1 ,300 pages. Some of the participating 
galleries already hiid a presence on the Web, 
she said, but "none of them had anything 
like what we’ve put together." Rogers hopes 
that more an galleries will join the project in 
future, she said. 3353 


Contact: The Editor 


Canadian Computer Wholesaler 
welcomes your opinions on 
current issues in the market, 
plus your feedback on our 
publication. 

Please write: 

The Editor: 

Canadian Computer Wholesaler 
Suite 503-425 Carrall St. 
Vancouver, B.C. 

V6B 6E3 

Fax; (604) 608-2686 



We welcome your ideas 
regarding news and feature 
topics for Canadian Computer 
Wholesaler. Feel free to 
contact the editors directly 
with your suggestions. 

Editor; Grace Casselman 
Call; (403)262-7890 
Fax: (403)262-7892 

Toronto Editor; Jeff Evans 
Call: (416)535-8404 
Fax: (416)588-8574 


: We'd like to hear your 
: feedback and suggestions on 
• ourTest Labs reviews section. 


Contact: Steve Halinda 
Call; (416)535-8404 
Fax: (416)588-8574 
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Christmas 1996 — 

is it time for some cheer? 

Last year’s slump in retail sales, due to the Windows 95 
launch, won’t be repeated this year, experts say. 


by Gary Davies 


"You can 
than you 


Most Cuniidiun children probably missed il, 
bui Iasi year ihc computer industry actually 
experienced two Christmases. The first 
occurred in August when Microsoft Corp. 
celebrutcd its worldwide launch of Windows 
95. The second took place in the usual time of 
year and was actually much less hallyhooed. 

Why? Because most vendors, disiribu- 
lors and relailers agree the hype surrounding 
the Windows 95 launch began to die off right 
around the time Christmas sales start to ramp 
up. The result was an overdosed consumer 
and a lot of upset retailers. 

“Last Christmas was 
horrible," said Larry Wasser, 
who i.s chairman and CEO 
of Beamscope Electronic 
Entertainment. "The combi- 
nation of the (Quebec) refer- 
endum. along with the 
Windows 95 launch, really hurt sales," 

You would be hard pressed to find any- 
one who would disagree with Wasser's 
assessment of the '95 holiday season. The 
huge marketing campaign Microsoft threw 
behind the Windows 95 launch really skewed 
traditional holiday sales and left even the most 
seasoned analysis slumped for tut explanation. 

"1 don't know what II was." said Ian 
Hayes, a senior analyst with marketing 
research firm AC Neilson. "Things were pro- 
gressing well during the fall months and then 
they really flattened out over Christmas." 

The likelihood of such a recurrence this 
Christmas is remote. Hayes says, if only 
because a launch the size of Windows 95 is 
not in the cards. "Sales (this year) have been 
really weak through to the end of August, 
which is the complete opposite from what 
happened la.sl year," Hayes points out, "All 
indications are the September to December 
cycle w'ill be much stronger in '96." 
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AC Neilson's figures show that ship- 
ments ol desktops and notebooks are extreme- 
ly high heading into the holidays. "Besides 
my gut feel, these figures seem to indicate that 
relailers are extremely excited about the com- 
ing Chrisima.s season," Hayes says. 

And what will be the big sellers this 
season'.' Resellers across the country are in 
agreement that anything with the word 'mul- 
timedia' attached to it will soil very well. 
"The whole concept of multimedia has taken 
on a new meaning this year." said Ed 
Calalang. assistant manager of Campus 


get a lot more for your money this year 
could for the same price last year . " 

— Sid Oziel 


Computers at the University of Brili.sh 
Columbia in Vancouver. "Most of the 
requests we gel are for 3-D cards, upgrades, 
games, MPEG movies. 33.6 mcxlems — any- 
thing the individual has heard of or read 
about in computer magazines.” 

Wasser says there's no quesdon the 
industry is healthier at present than past 
years — the real question is the financial 
health of the consumer. "Just how much dis- 
po.sable income is out there?" Wasser asks. 
" If there is a fair bit (of di.sposable income), 
the major concern of vendors right now is 
that there will not be enough supply to meet 
demand. " 

.Sid Oziel is another who feels opti- 
mistic about the coming season. The con- 
sumer marketing manager for Compaq 
Canada Inc. says that with interest rates at a 
60 year low, all indication are "the economy 
is picking up." There is a good selection 
already out there. All the vendors have their 


new products on the market already. And as 
far a-s price comparison goes, you can gel a 
lot more for your money this year than you 
could for the same price last year," 

Oziel says the driving force behind 
sales this Christmas will be the consumer's 
interest in the Internet. 

"The Internet will definitely sell well 
and it has become a standard ofl'ering in most 
of otir products." says Andre Tuigeon. direct- 
ing of product marketing and operations for 
IBM Canada Ltd. 

"Tliere has been a real increase in sales 
because of (the Internet)," 
said Jason Willms. manag- 
er of the computer depart- 
ment at the Future Shop in 
Calgary. "It is becoming 
something that kids need 
for school, and this year 
parents cun definitely get more bung for your 

Turgeon however, has a dilTering opin- 
ion about the Christmas outlook. "The indus- 
try growth in the last half of '95 was quite 
healthy, somewhere around l2to 13pcrcent." 
Turgeon said. "We've only seen about three to 
four per cent growth this year and il will like- 
ly only pick up to eight or nine per cent 
growth in the lust half of this year." 

However, IBM is banking on signifi- 
cant sales of its new S-Series line of 
Aptivas to boost Christmas sales. 

And if Santa doesn't c 
through with a prosperous 
Christmas — well, there's always 
Windows 97. I 

Gary Davies is a ji 
ba.sed in Calgary. 

.spenalizing in 
high technology. 
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Dr. Solomon releases 
anti-virus toolkit 

(NB) — Dr. Solomon’s, the anti-virus specialist 
company. ha.s unveiled the Management Edition 
oT its anti-virus tcxilkit. According to oll'icials 
with the company at the Networld-l-Inlerop show 
in London. England, where the package was 
launched, the suflwure is designed to assist an IT 
department in the tnanagenient of anti-virus 
software on networks. 

The first release of the software will 
cater for Windows NT-based servers. 
Windows for Workgroups systems. Windows 
95, and Windows NT systems. Plans call for 
subsequent releases to provide similar facili- 
ties for Novell NetWare-based networks. 

"The key purpose of the Management 
Edition is to coordinate and control the pro- 
tection of the entire network by treating it as a 
single eniily." .said Mike Hill, the company’s 
director of product marketing. “This is piuiic- 
ularly helpful for companies with increasing 
numbers of workstations and servers." 

According to Hill. "Whether installing, 
updaiing, configuring, scheduling or alerting, usere 
no longer have to tliink about the individual .server 
or workstation unles,s they want to." he said. 

The software splits neatly into four main 
modules: scheduler, task .scheduler, response 
manager, and messaging agent. All of these 
facilities are set up and configured by the 
management console, which distributed oper- 
ational elements of the Management Edition 
and Anii-Virus Toolkit to selected machines. 

According to officials w'ith the company, 
the package also tracks version.s of software 
installed on individual machines and will 
update them when necessary, configuring just 
about everything. "Our clients are frequently 
asking us to work with their existing manage- 
ment tools.' Hill said, adding that Ihe 
Management Edition will generate SNMP 
(Simple Network Management Protocol) 
traps to address this issue. 

The Management Edition is claimed to 
run "transparently” across Internetwork 
Packet Exchange (IPX). Transmi.ssion 
Control Prntocol/lniemei Protocol (TCP/IP) 
and NetBIOS based networks, or any combi- 
nation of all ihree. 


The package is expected to ship on both 
sides of the Atlantic in the first quarter of 
1 997, with a price of round Ihe US$650 mark. 

Dr Solomon’s Web site is at 
hiip;//www.drsolomon.com. ♦ 

Seagate expands drive line 

Seagate Technology Inc. has expanded its 
Medalist product line of.I.S-inch hard drives, 
with the 5.2GB 
Medalist 32-10 and 
the 4.3GB Medalist 
4340. 

Both drives 

Seagate-manufac- 
tured heads, printed 
circuit boards and 
media. They incor- 
porate a 4.500 rpin 
rotational speed, a 

average seek lime, 
an internal data 
transfer rale of 
88Mbps and a I28K 
buffer for storage- 
hungry applications, 
says the conipany. 

Thc products 
ship with Seagate’s 

DiseWizard installation and partitioning 
software. 

According to Seagate, the drives achieve 
a mean-lime-belween-failurc rating of 
300,0(K) hours and come with a three-year 
limited warranty. 

Seagate is at (408) 438-6550. ♦ 

Symantec's PC Handyman 
tackles 20,000 
computer problems 

(NB) Symantec Corp. .says its new PC 
Handyman is designed to reach Windows 95 
users who are tired of being placed on hold 
for tech support or spending hours reading 
complicated manuals and books in hopes of 
solving a simple problem. 

Combining automated repairs, insuoclional 
video clips and Icxi-hascd instructions, the $50 
progmm addressc.s more than 2().(K)0 problems. 

Symantec, well-known for diagnostic and 
problem solving tools such a.s Norton Uiililies. 
says Handyman is for the millions of Windows 
95 users who dn not have access to u corporate 
technologist to solve everyday conflicts which 
occur with computers. “PC Handyman is like 
that good friend who understands computers 
an has all the right answers immediately," said 
Enrique Salem, vice president and chief tech- 
nology officer at Symantec. 



In addition to providing solutions to 
more than 20,1)00 problems. Symantec says 
Handyman performs 16 regularly scheduled 
.software and hardware checks, which 
includes looking for viruses, low disk space, 
low memory and disk errors. 

Currently available at most software relail 
oulleB, the new utility also includes Norton 
CnushGuard with Anti-Freeze. Accotding to the 
company, the addition- 
al utility protects users 
front losing files as a 
result of application 
crashes and freezes. In 

CrashGuard can 
"Jump in" when a 
crash or freeze is 
(x:curring. make nec- 
essary corrections and 

ue working. 

PC Handyman 
requires a Windows 
95-ba.sed multimedia 
PC powered hy a 
4a6DX or faster 
microprocessor 
using at least 8MB of 
memory (12MB rec- 
ommended) and 
15MB of hard disk space. 

Symantec Canada Lid. can be reached at 
(416) .366-0423. ♦ 

Take a peek at new 
Symantec products on-line 

(NB) — Symantec Corp. has posted on the 
Internet a sneak preview version of WinFax 
PRO for Microsoft Windows NT fax software. 

According to Symantec, the new NT 
product has functionality similar to current 
WinFax PRO 7.5 for Windows 95, but 
includes a TaikWorits telephony option, and 
an Internet fax capability 

"When Windows NT 4,0 began shipping 
we announced that we were developing u ver- 
sion of WinFax PRO specifically for that 
plalform," said Mure Cumni, general manag- 
er of Symantec's Communications Business 
Unil. "Since then, we have been gelling many 
requests from people, especially in the corpo- 
rate market, who want to test the software 
before it ships. Since there is no fuli-feaiured 
fax application available today that specifi- 
cally supports NT, iind because we feel confi- 
dent that the software we have now is very 
sUible. we have decided to po.st the preview of 
WinFax PRO for Windows NT, which sup- 
ports both NT 3.51 and 4.0. on our Web .site 
for anyone to download and evaluate." 
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According lo Symaniec. ihc Sneak 
Preview of WinFax PRO for Windows NT 
also includes. TiilkWorks, the WinFax telepho- 
ny option, plus the ahilily lo send faxes via the 
Iniemei. TalkWorks provides users equipped 
with a voice-enabled fax modem, with the 
ability to sei up their computer lo answer the 
telephone and record voice messages along 
with faxes. It also supports 
speakerphone features, includes 
a fax-on-demand capability, 
and support for Caller ID where 
available. The Internet fax 
capability is a service built into 
WinFax PRO that uses the 
Internet, enabling users to send 
fiixes front their coinpulor to 
any fax machine or device that 
exists olT the Inlemei. 

The preview requires a 
minimum 486-based PC run- 
ning Microsoft Windows NT 
3.5 1 or 4.0. with a minimum 
16MB of RAM (32MB recom- 
mended). 28MB hard di.sk space for a full 
mslallalion. and a Class I or Chess 2 compati- 
ble fax modem. A voice-enabled modem is 
required lo use the functionality of TalkWorks. 

The .Sneak Preview of WinFax PRO for 
Windows NT is available for immediate 


download at hup://www,symamec.com/win- 
faxnt. The lIMB file is called 
WFPNTSP.EXE. ♦ 

Building a better mouse pad? 

Command Position Products of Houston has 
released the Mouse Surf Board, ti rigid, lap- 
supported surface to enhance mouse rotation 
and tracking. 

According 
to the company, 
the product also 
allows the user 
10 maintain a 
‘hody-ncuiral' 
shoulder and 
wrist position 
while mousing 
— reducing the 
chances of 
repetitive strain. 

Its features 
•cable keepers’ 
to maintain the 
right amount of mouse cable, 0.5-inch guard 
rails to prevent mouse-runaway, and boles for 
storage in a hanging position. 

The Mouse Surf Board retails for 
US$15. The product is distributed by Neutral 
Products LP.at(2l4) 444-9512. ♦ 


NEC ships light LCD projector 

(NB) — NEC Corp.’s NEC Technologies 
subsidiary is now shipping its newest LCD 
projector unit, the MuliiSync MT800, dubbed 
by NEC as "one of tlic lightest and brightest 
true-SVGA projectors on the market." 

NEC's Multisync MT8(X) projects an 
image brightness of 300 ANSI lumens; 
weighs a bit more than 15 and-a-half pounds; 
and is ftve inches tall. 12 inches wide, and 16 
inche.s deep, said Bruce Eric Anderson. NEC 
Technologies spokesperson. 

The projector is aimed at the business 
market and is ideal for "road warriors" who 
need a portable unit and require a bright pro- 
jection for presentations. Resoluiions from 640 
X 480 to 1280 X 1024 are supported, and pro- 
vides true VGA (640 x 480) and SVGA (800 x 
6(X)l images. Rcsolution.s from 1024 x 768 and 
above are displayed in a compressed mode. 

Both Macintosh and PC platforms are 
supported, officials said. 

Designed to be used with notebook 
computers, die MultiSync MT80() also 
works in a "loop" in which the projector is 
lied to both a notebook and a separate, larg- 
er monitor to be u.sed by the presenter. 
Anderson said. 

Other features include Inierlink's 
VersuPoint Remote Control Technology. 



ULTINET, YOUR #1 SYSTEMS & COMPONENTS SOURCE! 

CALL on PAX TO GET THE BEST SPECS AND PRICES FOR SYSTEMS, NOTEBOOKS, CPU'S, RAM, COROM, HOD, MOTHERBRDS, ETC 






NEW PRODUCTS 



which can be used lo comrol both ihe projec- 
tor and ihe source ofaprcscnuition, like a note- 
book computer; and a 24-hour replacement ser- 
vice that's free of chat^c for the first year, and 
for an additional charge for three more years. 

Another "neat" feature of the MTIi(X) 
LCD projector, Anderson said, is something 
that's extremely 
low-tech, relative- 
ly speaking: the 
shipping case. It is 
designed to be 
shipped via FedEx 

checked as cargo 
on airline flights. 

The case and pro- 
jector can also be carried onto airplanes for 
storage in overhead compartments or under a 
plane's seat. NEC's case is also very strong; 
"We can actually put (the projector! in the Ciise 
and jump up and down on the case, and never 
destroy it." Anderson said. "We've already 
done that on several press lours." 

The Multisync MT8(XI carries a sug- 
gested retail price of LFS$9.999, and is avail- 
able through NEC resellers. 

NEC Technologies can be reached at 
(905) 795-3600. ♦ 

Lotus intros Webiicator, 
Domino Advanced Services 

(NB) — Lotus Development Corp, has 
unveiled Domino Advanced Services, a new 
service option for its Domino servers for 
Notes and the Web; plus Lotus 
Webiicator for Browsers, a new 
capability that will add the abil- 
ity to cache, store, .search, and 
replicate server-hosted Web 
pages on Web browsers. 

'The Web browser war is 
winding down." remarked 
Lotus President Jeffrey Papows. 
speaking during a recent teleconference. 'The 
next stage is all about Web servers," Papows 
asserted. 

Although Lotus “invented" workgroup 
collaboration with Lotus Notes, "new 
cnirani.s” like Netscape and Microsoft are 
now talking about servers that will adopt this 
general approach, according to the Lotus 
chief. 

Microsoft, for example, is now announc- 
ing on its Web page that it is "ntimber one in 
groupware." Papow.s pointed out. "And I 
haven’t seen Microsoft claim to be number two 
in anything for a good long while,” he added. 
But "groupware is not easy for beginners." 

In contrast, groupware and collaboration 


constitute u "genetic blueprint" for Lotus. 
Papows conlended- 

Loius vice-president Tim Dempsey told 
the teleconference attendees that, to further 
its position in the groupware market, Lotus is 
also adding an optional set of services for 
fault-tolerance, reliability, usage and billing 
to the forthcoming 
Lotus Domino 4.5. 

Features to come 
standard with Domino 
4.5 will include a set of 
Web site creation and 
management tools called 
Domimi.Action (tiimierly 
they were code-named 
Nel.Actioni; POP3 mail 
support: calendaring and 
scheduling; and the built-in Simple Message 
Transport Protocol (SMTP) Message 
Transport Agent (MTA). available in Domino 
4.0 only as a separate option. 

Lotus also unveiled a new pricing struc- 
ture of USS995 for a single-processor edition 
of Domino 4.5 and US$2,995 for Domino 4.5 
SMP (symmetric muiiipmcessor). Domino 
Advanced Services option will be priced at 
US$I,0(X) for either edition of Domino 4.5. 
Lotus Webiicator is slated for release in the 
first quarter of next year for USS29, with bela 
downloads from Ihe Lotus home page avail- 
able by the end of 1996. 

More information on Lotus products is 
available at http://www.loius.com. ♦ 

Inventech cleans mice 

Inveniech Inc. is ship- 
ping CletmTrack as a 
solution to the hassles 
of dirty mouse bails- 
Indeed, as the coin- 
ptmy points out — dust, 
lint and oils collect on 
the internal rollers, inter- 
fering with the effective- 
ness of the mouse. 

CleanTrack's thin, washer-shaped foam 
material has a plastic cover that fits over the 
trackball, adhering with a temporary adhesive. 

Sizes are available to fit 
trackballs from 11.2 mm lo 34 
mm in diamcire. A package of 
two. is priced at US$6.95. 

Visit hlip://www.inven- 
lech.com for more inl'onnation. ♦ 

IBM releases 
VisualAge for Basic 

(NB) — IBM Corp. has released 
VisualAge for Ba.sic, also known as "Bart," a 
programming environment designed to 



extend the ease of use of the Basic program- 
ming language into two new arenas for the 
enietprise: multi- platform applications on 
both the server and client sides, and object 
development. 

Scott Hebner, IBM's program manager 
for object implementatiun, contended that 
Microsoft's Visual Basic does not provide Ihe 
ability to build "true objects.” Instead. "Visual 
Basic has been used mainly for client-side 
productivity applications," he said. 

IBM's “Bart." on the other hand, is 
designed for server- as well as client-based 
applications, supporting the current rise of 
"network-centric computing," according to 
the program manager. 

VisualAge for Basic lets developers use 
visual scripting language to produce applica- 
tions for a wide range of server and client 
platforms, a.s well as muliivendor object envi- 
ronments and relational database manage- 
ment systems (RDBMS), "all in the same 
box." summed up the IBM exec. 

From a single CD-ROM disk. Hebner 
elaborated, applications can be developed for 
OS/2. Windows 95 and Windows NT clients; 
in addition to OS/2. Windows NT, and AIX 
6000 servers. Documentation is also included 
in the disk. 

Server-based applications provide 
enhanced security and maintenance, Hebner 
said. Logic is optimized when .stored proce- 
dures and user-defined functions reside on the 
server, because there are "fewer calls moving 
across the network." 

Also, unlike Visual Basic, IBM's 
VisualAge for Basic supports inheritance, poly- 
morphi.sm, and encapsulation, according to 
Hebner. "You can build classes and subclasses, 
and then use these to build new objects," he said. 

The suggested retail price is US$1 19. 

IBM Canada Ltd. can be reached at 
(905) 946-9000. ♦ 

Comtronic adds 
accelerator card 

Comtronic Computer Inc., of Markham. Oni- 
has announced the ExperiColor Series DSV 
332SP S3 Virge accelerator video card. 

According to the 
company, the product 
provides up to 30 

motion video quality 
on Pentium-based PCs. 
And, by the click of a 
mouse, the user can 
change resolution, 
color depth and refresh rates. 

The sugge.sted retail price is S189. 

Comtronic is at (905) 479-8336. t«vi 
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Switches and Routers — 

Working Together to Build Scaleable Networks 


A special-purpose device intended to 
segment a LAN with the particular goal of 
providing additional bandwidth. 


A general-purpose device designed to 
segment a network with the goals of 
limiting broadcast traffic and providing 
security, control and redundancy between 
individual broadcast domains. 

by Cus Matezis and Chuck Semeria 


For the past several years, resellers who provide 
produels lo neiwork managers have had a variety of 
tools for building large, complex networks, includ- 
ing repeaters, hubs, bridges. ri>uiers and gateway.s. 
But recently, a new tool — the LAN switch — has 
taken the networking industry by siorni. 

The impact of 1-AN switching has been drajnatic. 
causing resellers and neiwork administrators to 
rethink the lutidumental rules of network design and leading to confu- 
sion about the placement of switches and routers incorporate networks. 

.Switching and routing serve dilTcrem runciions and most net- 
working environments will be required to use both. In certain appli- 
cations within a network, a switch provides the ideal solution. In oth- 
ers. a router is the most appropriate choice. And 
there are some applications for which either a 
switch or a router may provide a satisfactory 
solution based on a careful examination of net- 
work design goals. 

Switching Technoiogy 

Sw itching technology operates at Layer 2 of the 
OSI Reference Misdcl. The emerging popularity 
of switching pntducis can be viewed as a resur- 
gence of bridge technology in a simpler, lower-cosi, higher-perfor- 
mance and higher-pori-densiiy device. Like a bridge, a switch makes 
a relatively simple forwarding decision based on the deslination 
MAC address contained in each packet. Generally, this forwarding 
decision does noi consider other information buried deep inside the 
packet. Unlike a bridge, a switch can forward data with very low 
latency, providing performance than hridgcd-LAN performance. 

Switching technology allows bandwidth lo be sealed in both 
shared and dedicated LAN segments and can alleviate traffic bottle- 
necks between LANs. Today, .switching products are available for 
Ethernet. Fa-si Ethernet. FDDI and ATM technologies. In the near 
future, switching products will be available to add bandwidth in IEEE 
802.5 Token Ring environmenis. 

Switches Are Like Bridges, Only Faster 

Like traditional bridges, swiiche.s provide many internetworking ben- 
efits. Switches economically segment the network into smaller colli- 
sion domains, providing a higher percentage of bandwidth lo each 
end-station. Their protocol transparency allows them to be installed 
in networks running maliipie protocols with little or no software eon- 
llguraiion. Switches use the existing cable plant, repeuiers/hubs and 


end-station adapters without expcn.sive hardware upgrades. Finally, 
their total transparency to end-stations makes administrative over- 
head very low, simplifying adds, moves and change.?. 

The use of application-specific integrated circuit (ASIC) icch- 
nology allows a sw-iich lo simultaneously forward packets across all 
ports at wire speed, providing much better performance than a tradi- 
tional bridge. 

Routing Technoiogy 

Routers operation at Layer y of the OSI Reference Model and have 
more .software features than a switch. Functioning at a higher layer 
than a switch, a router disiingui.shes among the different network 
layer protocols such IP, IPX. AppleTalk or DECnet. The additional 
prolocol knowledge available lo a rouler allows it to 
make a more inielligeni forwarding decision than a 
switch. Unlike a switch, a rouler provides users 
with seamless communication between individual 
LAN segments. And unlike a switch, a router deter- 
mines the logical boundaries between groups of net- 
work segments. 

A rouler provides a Firewall service since it 
forwards only traffic that is specifically addressed 
to go across it. Thi.s eliminates the possibility of: 
broadcast storm propagation, the transmission of packets from un.sup- 
ported protocols, and the transmission of packets destined for 
unknown networks across the router. 

To accomplish its task, a router must perform two basic func- 
tions. First, the router is responsible for the creation and maintenance 
of a routing table for each network layer protocol. These tables may 
be created either statically via manual configuration or dynamically 
using a distance-vector or link-state routing protocol. After the rout- 
ing tables are created, the rouler is responsible for identifying the pro- 
locol contained in each packet, extracting the network layer destina- 
tion uddre.ss and making a forwarding decision bused on the data con- 
tained in the specific protocol's routing table. 

The enhanced intelligence of a rouler allows it to select the best 
forwarding path based on several factors rather than just the designa- 
tion MAC address. These factors can include the hop count, line 
speed- transmission co.sl. delay and iraffic conditions. This increased 
intelligence can also result in enhanced data security, improved band- 
width uiilizaiioD and more control over network operations- The dis- 
advantage is that the additional frame processing performed by u 
router can increase latency, reducing performance when compared to 
a simpler switch architecture. 



"The emerging popularity of 
switching products can be 
viewed as a resurgence of 
bridge technology in a simpler, 
lower-cost, higher-performance 
and higher-port-density device." 
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Where to Use Switches 

One of the key factors determining the success of any network design 
is the ability of the network to provide satisfactory interaction 
between clients and their server. No matter what improvements are 
made to the campus backbone or WAN infra.structure. users judge a 
network by it.s ability to provide prompt and reli- 
able service. 

A switch is a special-purpose device specif- 
ically designed and tuned to address LAN perfor- 
mance problems resulting from bandwidth shon- 
agc.s and network bottlenecks. Switches solve these 
problems by providing high aggregate bandwidth, 
high packet tliroughpul and low latency at an 
extremely low cost per port. Tlicy are not designed 
with the principal goal of providing intimate control 
over the network. Switches should be viewed as bandwidth providers, 
not as the ultimate .source of security, redundancy, control, or network 
management. 

Where to Use Routers 

Unlike a switch, which is specifically designed to add bandwidth 
capacity, routers are designed to provide security, policy and network 
management. 

One of the primary functions of a router is to provide traffic iso- 
lation to help diagnose problems. Because each port of a router is a 
septu-ate sub-network, broadcast traffic is not forwarded across the 
roiiler. The definition of network boundaries makes it easier for a net- 
work manager to provide redundancy and to isolate problems result- 
ing from broadcast storms, mi.sconfiguralions. chatty ho.sis and equip- 
ment failures. Routers keep these potentially disastrous events local 
to the area in which they occur, preventing them from spreading 
across the corporate network. 

A router provides intelligent packet forwarding. Since a router 
operates at Layer 3 of the OSI Reference Model and has access to 
more information ihan a switch, it has the ability to calculate the most 
efficient path across a network based on a combination of metrics 
such as delay, throughput, reliability and hop count- In addition, 
routers may employ other methods such as •policy’ to control the 
flow of traffic and restrict the propagation of routing information. 
These capabilities are most effective where WANs are used or where 
multiple LAN technologies arc involved. 

Another important benefit of routers is their ability to support 
mesh network topologies that provide active redundant paths. Unlike 
switches and bridges, which require a loop-free topology, routers 
impose no conslruinls on network topologies, not even on those that 
contain redundant paths and active loops. 

Segmentation 

Probably the area of greatest confusion about switches and routers is 
their ability to segment a network. Since switches and routers operate 
at different layers of the OSI Reference Model, each device performs 
a unique type of segmentation designed to benefit different applica- 
tion needs. A switch is a special-purpose device intended to segment 
a LAN with the particular goal of providing additional bandwidth. A 
router is a general-purpose device designed to segment a network 
with the goals of limiting broadcast traffic and providing security, 
control and redundancy between individual broadcast domains. 

Future of Switching 

The price of .switching technology will continue to decline as a result 
of enhanced ASiC development coupled with efficiem manufacturing 
and distribution techniques. As the cost per port of switches approaches 


“No matter what improvements 
are made to the campus back- 
bone or WAN infrastructure, 
users Judge a network by its 
ability to provide prompt and 
reliable service." 


that of repealing hubs, many users will elect to install switches. 

The widc.spread availability of low-cost switching technology 
will have implications for both building and campus backbone net- 
works. There will he an increasing demand for higher-density back- 
bone switches with a large number of high-speed ports to connect the 
link.s from individual workgroups. Eventually, the 
majority of desktops will be on dedicated IDMbps 
Ethernet connections, the majority of .servers will 
be on switched high-speed connections and ATM 
will be deployed in building downlinks and campus 
backbone networks. 


Future of Routing 

Routing is the key to developing successful inter- 
networking solutions. The challenge for resellers is 
to provide products that will integrate switching with routing for a 
systems approach to network de.sign. 

Initially, switches will meet all of the organization's bandwidth 
scaling requirements and provide the performance that is needed. As 
network complexity increases, however, resellers must work with 
network managers to control their new switching environmenls-using 
segmentation, redundancy, firewalls, and security-io make them work 
efficiently. At ihai point, the availability of sophisticated routing will 
be essential to grow and scale large switched networks. 

Giix Miilezis ix general iiiiiiwgei: nelivork xyxiemx for 3Cim> 
Canada Inc. in Toronla. CInuk Semeria ix markeliiig engineer, 
neruork systems, for 3Com Corp., Santa Clara. Calif. 
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by Chris Fisher, Steve Hcilinda and Tim Bingham-Walli! 


One of the largest caveats for individuals, and in many 
cases companies purchasing new computers, is the concern 
that a computer purchased today will he obsolete tomonow. 
One of the most common questions we hear is; "Should I 
wail for prices to come down or for new technology to 
become available?" 

Inevitably, the answer is "it depends." The computers 
you purchase today will be obsolete in terms of current 
technology in no lime. But. and this is a big but. this does 
not mean they will cease to be able to do the work they were 
purchased for or that they will not yield a return on invest- 
ment, whether this be in a tangible or an intangible form. 

Prices of technology will always be on a downward 
trend in relation to the particular product's life cycle, and 
there will always be something new on the way in the com- 
ing months. To this end, we pul it to people: if you can do 
more or useful work with what is available today, don't wait 
to make your purchase. 

The life of computer technology is a lot like animal 
years. To a dog, one human year is seven dog years, thus for 
many breed of dog, if they live past 10 years, they're on 
borrowed lime. Computer technology at the system level 
has this same characteristic. A system might serve its mas- 
ter for 10 years, but at this stage it's becoming quite 
decrepit. At the component/product life cycle level, the 
story is quite different, with the various parts having animal 
years more akin to the gnat than that dog. 


Indeed, for items such as processors and expansion 
cards, one human year could be as much as 150 years in 
marketing, production or sales. 

We got our first preview of Intel's MMX technology 
this month. The computer in question, from Comlex, was 
benchmarked and examined but is not included in this sur- 
shipping until the first quarter 
of '97. Still, the l66MHz processor scored extremely well 
on standard business applications benchmark. In fact, the 
machine literally left the competition in the dust, outper- 
forming the fastest computer in this survey by 10.3 percent. 

This healthy increase in computational ability isn't 
even a product of MMX, as there are very few programs 
available that take advantage of this already, and certainly 
none in our general purpose business benchmark. Rather, 
the increase in performance is due to the extra 16KB of 
Level-2 cache on the package; 32KB as opposed to 16KB 
on today’s Pentiums. As the buying public catches wind of 
this performance increase on the horizon, it may make dis- 
posing of stocks of vanilla Pentium's a little more difficult 
with more people than usual holding out on a new comput- 
er purchase in favor of waiting for the ever looming newer, 
faster technology. 

The New Computing Midrange 

This holiday season, we look at the upper midrange (or 
probably by the time you read this, the midrange) 1 66MHz 
Pentium computers. As usual, vendors and ihe industry in 
general have upped the ante in terms of price, performance 
and features. Many systems are loaded with the newest 
33,6Kbps modems, an extremely capable, feature-rich 
graphics card from companies such as ATI or Matrox, a 
speedy CD-ROM drive, 8X to lOX speed. 

Implementation of these new components, as well as 
the almost ubiquitous movement to VX and HX PClsets, has 
again moved performance to new levels for this class of 
computer. The computational performance we are beginning 
to reach is breathtaking, even around the mid-level, but it is 
the attainability of these systems, due to their extremely 
competitive pricing that makes for the real excitement. 

As per usual, the concise information on systems' con- 
figurations and performance can be found in the accompa- 
nying chart. The vendors' comments and views, as well as 
the systems can be found in this review. 
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Advance Interface 
Express Micro P166 

Reseller Auihorizaiion: 

Reseller candidates cannot be geographically 
located near existing authorized dealers. 
Authorization is subject to the vendor's dis- 

Suggested Retail Price: 

$2,9W.99 
Street Price: 

$2,799.99 

Marketing Support: 

This includes: national end-user advertising, 
dealer referral program, local product shows, 
marketing materials, product brochures. POP 
display, demo evaluation units, dealer demo 
incentive program, and product training. 
Maintenance Relationship: 

Resellers are the front end of customer .sup- 
port. Depot warranty is available for both 
resellers and end-users across Canada. 
Optional on-site service is available. 

Volume Discounts: 

Prices are based on a volume and per order 

Demo Unit Availability: 

Demo units are available on an individual 

Additional Channel Support: 

• 1-800 toll free technical support. 

• Internet product information. 

• Local product toad shows. 

Advance Interface's View Of The Market: 
Advance Interface says; "Multimedia is 
becoming the trend in PC market. Over 80 
per cent of our desknop systems are MPC- 
equipped.” 

Systems ' Strengths: 

The company says it uses the best possible 
components with an emphasis on pricing and 
performance. "With Matrox Mystique Video 
3D we deliver our MPC 166 system with 
blazing fast 3-D video. All systems are 
CSA/DOC approved. Windows 95 and 
Windows NT cenified." 

Editors’ Notes: 

The system uses a new Mysiique video card 
and the popular 2.1GB Quantum Fireball HD. 


It has a full set of feature.s. including 512KB 
of pipeline cache, and a 33.6Kbps fax 
modem. Performance wa.s not quite what 
we’re used to from Express Micro systems, 
but nonetheless, a good overall value. 



COMPUCON CIPV 
166 Multimedia 

Reseller Authorization: 

Based on geography. ‘Vicinity' is subject to 
the discretion of COMPUCON. 

Suggested Retail Price: 

$2,895 
Street Price: 


$2,795 

Marketing Support: 

• Will share cost on dealer exhibition. 

• Provides marketing materials. 

• End-user leads are referred to the nearest 
reseller. 

Maintenance Relationship: 

• Resellers are the front end of end-user sup- 

• Final warranty is by the manufacturer at 

Volume Discounts: 

Demo Unit Availability: 

One xy.stem is available per authorized 
reseller for a 10 per cent discount. 
Compucon's View Of The Multimedia Com- 
puter Market: 

Compucon says; "Demand for multimedia 
machines will increase in step with techno- 
logical and network improvements. 
Multimedia systems will become the basic 
system for the home and workstation." 
Systems ' Strengths: 

Ail Compucon systems are designed to meet 
industrial server standards as if they will be 
running 24 hours non-stop. All components 
and internal system layout are well selected 
and engineered. All systems are designed and 
built for multimedia and communication by 
taking the EMI (electro-magnetic interfer- 
ence) into account. EMI would affect perfor- 
mance of audio/video part and also commu- 
nication stability. Reliability, stability, com- 


patibility (with major operating systems and 
applications), connectivity and performance 
ore the key strength of Compucon machines. 
All machines come with well-documented 
technical information for future upgrades in 
hardware and software usage. 

Editors' Notes: 

This was one of the fastest systems in the sur- 
vey. This system is loaded with all quality com- 
ponent.s, including a fast video WinFast video 
card with 2MB of EDO RAM and a Quantum 
Fireball 2.1GB hard drive for high transfer 
rales. The system includes a 28.8Kbps fax 
modem, and comes with a three-year warranty. 

Comtex 

Reseller Authorization: 

Reseller authorization is based on geographic 
location. 

Suggested Retail Price: 

$2,649 
Street Price: 

$2,619 

Reseller Price: 

$2,380 

Marketing Support: 

• Co-op fund.s for markedng and advertising. 

• Cost sharing for exhibitions. 

• Literature and brochures. 

• Internet and telephone support. 

• Product training seminars. 

Maintenance Relationship with Resellers: 
Authorized service centers across western 
Canada. 

Volume Discounts: 

Volume discounts ore based on the quantity 
ordered. 

Demo Unit Availability/Restrictiiins: 
Available only to authorized dealers. 
Additional Channel Support: 

This includes joint sales support and a sched- 
uled road show. 

Product Strengths: 

Comtex includes the Microsoft Sidewinder 
game pad with this multimedia offering. 
Editors’ Notes: 

This is one of the few systems to use the new 
ViRGE chipset from S3. According to the 
scores we obtained, the card performs reason- 
ably well. The overall score was relatively 
low on this machine, mostly due to a slower 
hard drive. All in all, the system is complete, 
and competitively priced. 


Comtronic Computer 

Reseller A iithorization: 

Must be a re.seller VAR. SI or consultant. 
Suggested Retail Price; 

$2,349 
Street Price: 

$2,199 
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Reseller Price: 

S2.009 

Marketing Support: 

• Nation-wide marketing and advertising 
campaigns for products in both industry and 
end-user publications. 

• POP. marketing materials and product liter- 
ature. for approved dealers. 

• Cu.'tom co-op marketing programs for indi- 
vidual resellers. 

• Product sales incentive programs. 

• Product training. 

Maintenance Relatimship: 

• Comirnnic's and manufacturers' warranty 
on all products sold. 

• Two-year ptirls ;tnd labor warranty on all 
systems. 

• On-site service available. 

• Nation-wide complete service and RMA 
ileptuinient for all resellers and their customers. 
Volume Discounts: 

Dealer pricing i.s determined on an individual 
ba.sis. depending upon quantity, nature of 
order, and purchasing arrangements. 

Demo Unit Availability: 

Custom evaluation units are available for 
testing, upon approved dealer request. 
Additional Channel Support: 

•National 1-800 hotline. 

■ Web site with an on-line catalog and prod- 
uct information. 

• Technical service and support through 
E-mail correspondence and fax-hack. 

Editors ' Notes: 

This system was very well priced, but perfor- 
mance on this system was lucking due to the 
use of an Overdrive processor, as opposed to 
an original Pentium CPU, It includes a 
3.f, 6Kbps fax modem, a fast Western Digital 
1.6GB hard drive and a lOX CD-ROM by 



LCF Advanced Technology 
iNET P166 VX-M computer 

Reseller Authorization: 

There is an application for authorization. 
However, resellers are required to purchase at 
least SlO.tXlO a month from LCF to maintain 
authorization status. 


Suggested Retail Price: 

$2,850 
Street Price: 

$2.7{X1 

Reseller Price: 

$2,280 

Marketing Support: 

LCF will provide marketing materials .such as 
system brochures to the reseller on request. 
Also, LCF will run advertising in major com- 
puter magazines, and will display the iNET 
system at Comdex and Pacific Rim shows in 
Canada to maximize exposure. 

Maintenance Relationship: 

Resellers are the front-line for customers, but 
LCF will also provide technical support. 
Volume Discounts: 

Volume discounts are available for resellers 
who order more than 10 pieces at a lime. 
Demo Unit Availability: 

Demo units are available at special prices — 
one unit per location. 

LCF's View Of The Multimedia Computer 
Market: 

LCF says: ‘The multimedia computer market 
will increase dramulically in the coming year. 
Due to the popularity of the Internet and mul- 
timedia .software, the multimedia computer 
will lake up a significant sham of the whole 
contputer market. Due to the usefulness of 
multimedia software, more companies will 
require multimedia to be the market standard.’' 
Systems ' Strengths: 

According to LCF: "The strength of our multi- 
media systems is their quality reliability, com- 
patibility. stylus look, and exceptional techni- 
cal support. Since we only use the name brand 
components in our systems, quality is assured. 
In addition, through suict quality control in 
assembly and strong technical support team 
we believe that customers are well satisfied." 
Editors ' Notes: 

This system is priced higher than most of its 
competitors but offered above-average per- 
formance and a host of quality components 
such us the ATI 3D Expression and a USR 
33.6Kbps lux modem. 


Mynix Technology 

Reseller Authorization: 

Reseller must have an office or a storefront 
with at least one technical support person. 
Suggested Retail Price: 

S2.385 
Street Price: 

$2,165 

Reseller Price: 

SI. 885 

Marketing Support: 

• Product brnchures. 

• End-user leads go to resellers. 


■ Co-adveriLsing with selected dealers. 

• Web page technical support. 

• Periodic on-sice training. 



Maintenance Relationship: 

Dealer support is provided with the Mynix 

Volume Discounts: 

• 10 — two per cent off, 

• 50 — five per cent off. 

• 100 — eight per off. 

Demo Unit Availability: 

Demo units are available to volume cus- 
tomers. 

Additional Channel Support: 

• Bilingual documentation. 

• Optional on-site service for all systems. 
Mynix’s View Of The Multimedia Computer 
Market: 

Mynex says: "There will continue to be iremen- 
dous growth in the multimedia market. We posi- 
tion our product in two sections: the corponite 
sector with video conferencing and multimedia 
applications; the home computer market." 
Systems ' Strengths: 

According to the company: Mynix .systems 
pass the IS09000 system for quality control. 
They are Win95, NT and Novell-certified. 
Editors ‘ Notes: 

Mynix's offering is competitively priced, and 
an overall good value. Customers will like the 
new Matrox Mystique and the 28-8K fax 
modem included in the package. Due to 
incompatibility problems with our bench- 
mark suite, this machine was unable to com- 
plete the testing process. 


Packard Bell 

Marketing Support: 

• SDEC sheet. 

• POP. 

• Co-op adveni.sing. 

• Monitor wraps. 

• Training reps. 

Maintenance relationship: 

Resellers may offer a .service contract 
option. Packard Bell offers an optional ser- 
vice contract above the one-yeur full service 
warranty. 
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Demo Units: 

Demo units are available in limited quanti- 
ties, restrictions apply. 

Additional Channel Support: 

■ Spec sheets. 

• Product llyers. 

■ Co-op advertising. 

• French kits. 

• Monitor wraps. 

• POP marketing. 

• Sales and training reps. 

• Marketing support. 

Systems ' Strengths: 

Packard Bell says: "By offering the Media 
Select unit with instant Internet and TV view- 
ing we feel wc are offering something no one 
else can offer, something the consumer will 
find exciting and useful." 

Editors ' Notes: 

Packard Bell's latest line includes a full set of 
multimedia components, including the option 
of output to TV. The system’s performance 
was average, and features a 2GB Maxtor hard 
drive and a 33.6Kbps fax modem. 



Patriot Computer 

Reseller /I iithorization: 

Determined on a case-by-case basis. 
Suggested Retail Price: 

$2,053 

Marketing Support: 

Evaluated on a per-incident ba.sis. 
Maintenance Relationship: 

Resellers are encouraged to act as first-line 
support to the end user. Patriot will act as a 
second-level support group. Resellers are 


assigned dedicated support personnel. 

Vnluine Discounts: 

Volume discounts are negotiated with each 
deal. 

Demo Unit Availability: 

Demo units arc available. Terms and con- 
ditions are based on customer require- 

Additional Channel Support: 

• National support through Patriot support 
personnel. 

• Depot and on-site warranties for single and 
multiple years depending on cu.stomer 

• Wurranly programs are custom-tailored. 
Patriot's Weiv Of The Multimedia Computer 
Market: 

Patriot says: "The multimedia computer 
market will continue to grow and expand. 
The advent of MMX technology com- 
bined with more powerful processors and 
video cards, will keep customer interest 
high. A combination of lower prices and 
increased usability will continue to fuel 
the market." 

Systems ' Strengths: 

According to Patriot, those include quality 
components, on-site warranty coverage, and 
several software bundles to choose from and 
complete customization. 

Editors ' Notes: 

Patriot offers one of the less expensive sys- 
tems in the survey. Unfortunately due to an 
incompatibility with BAPCo (our bench- 
marking software), the overall system perfor- 
mance could not be calculated. 



Reseller Authorization Requirement: 

It varies, depending on resellers’ size and 
location. NEC is rolling out a new Retail 
Partner Program called "More Power To 
You" targeted at smaller retailers buying 
Ready systems from NEC's main distribu- 

Estimated Street Price: 

$3,049 (monitor not included, subject to 
change). 


nfiD/tVvwwec 


Marketing Support: 

■ MDF Funds. 

• Demo Program (discount prices on demo 

• Price protection. 

• Third-party support to ensure appropriate 
POS. and support materials. 

Maintenance relationship with resellers: 

• One-year parts and labor on-site warranty. 

• Optional extended warranty program, 
(three-year on-site service with next business 
day response). 

• NASC-ccrtificd resellers can perform ser- 
vices on behalf of NEC. 

Volume discounts: 

The price the reseller pays is based on the 
relationship with the distributor. 

Demo unit availability/reslrictions: 

• One unit per .store location. 

• ‘One to show, one to go' program. 
Additional channel support: 

• WebWay — NEC's exclusive Web site for 
Ready customers. 

• Telesales — NEC’s support group, at I -800- 
284-4484. 

■ Customer service and support 1-800 num- 
ber. seven-day. 24-hour,s-a-day technical 
.support. 

• FastFacts program. 

NEC's Views On The Multimedia Computer 
Market: 

NEC says: "We want to offer more than just 
the ba.sics: we offer premium sound, premi- 
um audio, premium power. NEC is starling 
to get out of the ‘value’ category and moving 
more into the premium category. We're tak- 
ing things like video and moving to 3-D 
graphics, we’re providing lop-of-the-line 
sound quality." 

NEC Comments: 

According to the company: "People want a 
powerful PC that is easy to use. has the latest 
technology and provides a good value. Our 
Ready PCs have: incredibly fast Pentium 
processors at speeds up to 200MHz. the 
Merlin video help wizard and WebWay, with 
one-button Internet access to meet these 
demands." 

Editors' Notes: 

This machine is well designed and offers 
excellent overall performance. NEC has out- 
done itself, with the Ready 9628 giving the 
consumer a full set of quality components 
and extras such as a Iomega 100 Zip drive, a 
33.6Khps modem and loads of first-rate soft- 
ware. Furthermore. The company has man- 
aged to put out a system that performs better 
than most of the smaller vendors that are typ- 
ically quicker to bring higher performance 
machines to market. While the system is the 
most expen.sive wc reviewed, given the 
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Every product bearing the QDI mark of 
quidity reflects our principal: that of a 
comntitt?nent to offer uncompromised 
] quality and services for even the most 
discerning. 


Others make promises, 
we deliver Quality 


, ISO'JOOl ratings in product design, 
h .• [ manufacturing and service grace our 

mainboards, with unrival quality being the 
result of employing the most advanced 
surface mount manufacturing process and 
in-circuit testing. Every hoard rarnes our 
extended 2 year warranty, and peace of 
mind is assured by our icorldwide technical 
support. 

Choose wisely for your platform into the 
digital world; make QDI mainboard your 
only choice. 


Pentium* Pro Processor 
Based Motherboard 



1»6I440FX COMMANDER 


• Intel Pentium' Pfo Processor 1 50/1 66/1 81)/2D0HHz with Intel MOFX thipsel 

• One enhonced parallel port (5PP/EPP/E(P) support, two high speed serial ports 
(16550 Post UART compotiblel One floppy port supports up to 2 (loppy drives 
(360K/720K/1.2H/1.44M/2.88M1 

• Max. 256M6 on board. Support ECC (Error Checking & Correction! 

• Conturreni PCI orchiteclore 

• Support IrDA Infrared. On board two USB 


A comprehensive range of Pentium® processor based 
mainboards is aiso avaiiabie. Call for details NOW! 


Please contact the following offices for your local QDI dealers information. 


ODI COMPUTER (CANADA), INC. 

75 Shields Cou:l, Ueil i. Maricham, OrUorio, 13R 9T4 

QDI COMPUTER (VANCOUVER), INC. 

Unit 4, 13520 Creslw«odt>loce, Richmond, 6.C. Canoda V6V 2G2 Tel: I <504-2786789 

QDI COMPUTER (MONnEAL), INC. 

2845Halpern Street, St. Louienl. Quebec, M4S 1 P8, Conodo Tel: 1-514-3356811 Fox: 1-5I4Ti356S22 


1-905-9403827 Fax: 1-905-9409709 

1-604-2788918 
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ADVERTORIAL 


QDI GROUP 


Another New Innovation From QDI 

SpeedEasy 


(Hong Kong, November?, 1996) - QDI (Qiiamum Designs (H.K.) Limited), a top ranked motlierboard manufacturer in Asia 
Pacific, today announce an unprecedented technological breakthrough in die motherboard products - SpeedEasy 

A GREAT IDEA: SpeedEasy is a new user friendly technology tor easy CPU speed setup during system installation or 
CPU upgrading. It represents the first jumperless motherboard in the world. 

TECHNICAL CONTENT: SpeedEasy is an enhancement of system BIOS. Tliis requires superb techniques in software 
BIOS handling and is a reflection of the strength of the QDI BIOS team. 

Traditionally, it has been essential for system integrators to use jumpers to enable or disable different motherboard 
configurations. Tlie increase in complexity of CPU voltage and frequency choices have made the jinicedurc even more 
complicated. If a jumper is set improperly, the PC can't be turned on or the CPU will be burnt out. SpeedEasy has elim- 
inated such problems as all jumpers have been replaced with a user-friendly BIOS setup procedure. 

ADVANTAGES: 

I .The correct CPU speed can be set quite simply In BIOS. 

2. Users can select the CPU speed at any time without opening the system case or needing to refer to a 
complicated user manual. 

3. BIOS can automatically set the CPU core and I/O voltage according to the CPU type selected. 

4. Users do not need to find out the locations of different jumpers and thus, the possibilities of wrongly setting the 
jumpers will be zero. 

DELIVERY: SpeedEasy will first be found in QDl's Explorer II Pentium motherboard which is using Intel's 43()VX 
chipset. Mass production is already available and it will be officially launched during Comdex Fall '96 at Las Vegas. USA. 

"The introduction of SpeedEasy demonstrates that we have moved a giant leap forward in technology," said Mr. Anders 
Cheung, Vice President of QDI. "Being the pioneer of such a design, we strongly believe that SpeedEasy will penetrate into 
the PC market quickly and will be the mainstream of motherboard technologies," he added. 

BACKGROUND 

QDI is the laigest PC motherboard manufacturer in Hong Kong and distributes their products through 21 overseas offices. 
With strong R&D capabilities, QDI consistently introduces products incoiporating with the latest technt)logics. The man- 
ufacturing base of QDI is located in Legend Science and Technology Piirk in Huiyang, China. Besides, (^DI has three R&D 
centers in San Jose, Shenzhen, and Hong Kong respectively. QDI has successfully been accredited the 1809001 in 1995. 

SpeeCEasy is a trademark of QOl. 

Other tradsmarks used tierain are the property of their respective owr>ers. 

Contact: Edmond Cheng Contact : Michelle ITue 

Tel (852)25164815 Tel (852)25164878 

Fax (852)25165597 Fax (852)25165.397 

e-mail : clh@iegend.hk.lcgendgrp.com e-mail : ysf@lcgend.hk.lcgendgrp.com 
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166 MHz Pentiums Test Results 

Dec. 9® 


1 

R-Open ^ 


CoonWR ^ 

TK-mW 

Oatius 

Express 

Wicto \ 

icf 

Processor 

Pentium 166 

Pendum 1 66 

Pentium 1 66 

Pentium 166 

Pentium 1 66 

Pentium 166 

Cache 

256KB pipeline 

256KB pipeline 

256KB pipeline 

512K8 pipeline 

512KB pipeline 

512KB pipeline 

RAM 

32MB 

32MB EDO 

16MB EDO 

16 MB EDO 

32 MB EDO 

32MB EDO 

Video Card 

S3 Trio64 

WinFast3D S600 

S3 ViRGE 

S3 Trio64 

Matrox Mysdque 

ATI 3D Expression 

Video Memory 

1MB DRAM 

2MB EDO 

2MB DRAM 

2MB DRAM 

2MB SGRAM 

2MB EDO 

Monitor 

None 

None 

None 

None 

None 

None 

Sound card 

Acer AW32Pro 

SB-16 

Everex 16-bit 

SB-16 

ESS1688 

SB-16 

Hard drive 

Western Digital 

1.6GB EIDE 

Quantum Fireball 

1.2GB EIDE 

Maxtor 

1,2GB EIDE 

Fujitsu 

1.7GB EIDE 

Quantum Fireball 
2.1GB EIDE 

Quantum Sirocco 
1.7GB EIDE 

CD-ROM drive 

Acer 1 OX 

Panasonic 0X 

Acer 1 OX 

Sony 8X 

Toshiba 8X 

Toshiba 8X 

System BIOS 

AMI 

Award 

AMI 

Award 

AMI 

Award 

Plug and Play support 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Operating System 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Extras 

Radkar 33.6 fax modem 
Speakers 

28.8 fax modem 
Speakers 

33,6 fax modem 
Speakers 

USR 33.6 fax modem 
Speakers 

Digicom 33.6 fax modem 
Speakers 

USR 33.6faxrTXxjBm 
Speakers 

BAPCo Benchmarks 







Desktop publishing 

121 

129 

104 

107 

105 

127 

Desktop graphics 

135 

145 

134 

128 

115 

149 

Desktop presentation 

32 

147 

117 

115 

no 

138 

Word processing 

131 

138 

106 

109 

106 

136 

Spreadsheet 

128 

139 

130 

130 

142 

132 

Database 

123 

134 

106 

114 

104 

134 

Sysmark32 

93 

140 

117 

117 

116 

136 

Contact 

(9051 479-8336 

(604) 279-9686 

(6041 273-8088 

(4031 640-0002 

(9051 479-1443 

(604) 303-9628 

Web address 

www.comtronic.com 

www.compuccin.com 

www.cmitexmicro.com 


www.aiei.com 


Suggested retail price 

$2,009 

$2,895 

$1,799 

$2,550 

$2,999 

$2,850 

Street Price 

$2,199 

$2,795 

$1,749 

$2,600 

$2,799 

$2,700 

Reseller Price 

$2,009 

N/A 

$1,635 

$2,140 

N/A 

$2,280 

Warranty 

2 years 

3 years 

3 years 

3 years 

5 years 

5 years 


‘estimated street price 
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.SamW'^'' STO . Otti"®' 

Vantage \Reaav9®^®\ pU PPO \ \ \ \ 










Pentium 166 

Pentium 166 

Pentium 166 

Pentium 166 

Pentium 166 

Pentium 66 

Pentium 166 

Pentium 1 66 

256KB pipeline 

16MB EDO 

256KB pipeline 
32MB EDO 

256KB pipeline 
32MB EDO 

256KB pipeline 

24MB EDO 

256KB pipeline 
16MB EDO 

256KB pipeline 

16MB EDO 

512KB pipeline 
16MB EDO 

512KB pipeline 

32MB EDO 

Matrox Mystique 

ATI Rage GT 

Matrox Mystique 

S3 ViRGE 

S3Tfio64 

Trident 9680 

Cirrus Logic 5446 

Tseng ET6000 

2MBSGRAM 

2MB EDO 

2MB SGRAM 

2MB DRAM 

1MB DRAM 

1MB DRAM 

2MB EDO 

2MB MDRAM 

None 

None 

None 

None 

None 

None 

None 

None 

ESS1688 

SB-16 compatible 

S8-16 

SB-16 compatible 

Jazz 16 

Pine 16-bFt 

SB-32 

Yamaha 71 1 

Seagate 

2.1GB EIDE 

IBM 

3.2GB EIDE 

Western Digital 
2.1G6 EIDE 

Maxtor 

2GB EIDE 

Maxtor 

1,3GB EIDE 

Quantum Fireball 
2.1GB EIDE 

Seagate 

2.1GB EIDE 

NEC 

2.5GB EIDE 

BTC8X 

NEC 8X 

Creative Labs 8X 

NEC8X 

Goldstar 8X 

Goldstar 8X 

Panasonic 8X 

Hitachi 8X 

Award 

Phoenix 

Award 

AMI 

Award 

Award 

AMI 

Award 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Yes 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

None 

WisecoTP 28,8 fax modem 
Speakers 

33.6 fax modem 
Iomega 100 MB Zip 
Speakers 

USR 23.8 fax modem 
MIDI daughterboard 

33.6 fax modem 

TV tuner 

Speakers 

Speakers 

USR 28 8 lax modem 
Speakers 

Supra 33.6 fax modem 
TV Output 

Speakers 

Blazer 33.6 fax modem 
16MB caching controller 
Speakers 









110 

129 

117 

107 

100 

114 

11 3 

129 

125 

173 

133 

135 

128 

103 

121 

159 

122 

139 

135 

124 

112 

125 

123 

145 

115 

132 

130 

122 

106 

118 

114 

129 

153 

138 

137 

128 

118 

114 

131 

114 

N/A 

128 

133 

113 

N/A 

116 

117 

134 

N/A 

136 

133 

123 

N/A 

117 

121 

130 

(514) 344-2690 

1-800-632-4636 

1-800-910-3388 

(905) 564-1122 

(4161 9698123 

1905) 940-1880 

1519)680-3333 

1-800^13-7732 

www.mvnix.com 

www.nec.com 

www.03comp.com 

www.p3ckardbell.com 

wfww.patriot.com 

www.pinegroup 

www.std.net 

www.ultlnet.ca 

$2,385 

$3,949 

$2,369 

$3,299* 

$2,053 

$1,999 

$2,999 

$2,274 

$2,165 



$3,299 

$2,053 


$2,699 

$1,995 

$1,885 



N/A 

N/A 


$2,450 

$1,895 

3 years 

1 year 

1 year 

1 year 

2 years 

2 years 

2 years 

2 years 


hup/A^/wv 
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feature?; of this machine the extra cost seems 
highly acceptable. 


OA COMP 

Aulhorizalion i 
Dealers must provide service ttnd support, 
with a maximum of two or three dealers per 

Marketing Support; 

■ Nation-wide advertising. 

• Ready to use marketing materials. 

Demo Unit Availability: 

Demo units are available, with re.sirictions. 
Technical Support: 

• Dedicated Internet technical support, 

• Web site includes updated documentation, 
and new drivers. 

Vendor Comments: 

OA Comp says: "OA's intent is to provide 
quality computers for corporations and the 
general public. We provide up-to-date con- 
figurations and toil free technical support. 
We use only quality components, have .strict 
quality control, and a complaint-handling 
system to ensure total customer satisfaction." 



Dec. 96 



Samtack 

Authorization Requirements: 

Resellers need to set up a basic account. 
Marketing Support: 

Resellers cun offer their own support. 
Maintenance Relationship: 

All systems include a two-year parts and 
labour warranty. 

Volume Discounts: 

Yes. 

Support; 

Resellers can access a 1-800 technical .sup- 
port line. 

Vendor Comments: 

The company says: “Samtack is a brand name 
with good pricing, making it easy to sell. 
Samtack is a broad line. Canadian-based dis- 
tributor of high quality brand name PC com- 
ponents. peripherals and multimedia prod- 


ucts. Headquartered in Markham, Ont., 
Samtack also has offices in Ottawa and 
Montreal. 

Editors’ Notes: 

This is a well-priced system that performed 
well considering its 16MB complement of 
RAM. The system comes equipped with 
some good quality components including a 
2.1 GB Quantum Fireball hard drive and a 
USR 28,8Kbps fax modem. 



STD 

Reseller Authorization: 

Resellers must fill out credit and dealer appli- 
cation forms, prtivide sales forecasts (rolling 
forecasts), purchase a demo unit for two 
months, and maintain a monthly/quarterly 
purchase quota. 

Suggested Retail Price: 

$2,999 
Street Price: 

$2,699 

Reseller Price: 

$2,450 

Marketing Support: 

• Joint advertising locally. 

• Link or listing from STD’s Web site. 

• National and regional advertising. 

• Special promotional discounts on products. 

• First-hand information on new products. 

■ Sales and technical training and seminars. 
Maintenance Relationship: 

• Channel marketing assistance, 

• Joint visits with resellers to corporate cus- 

• Monthly or quarterly visits. 

• Resellers can offer their own support, or 
join STD’s national on-site support pro- 
gram. 

Volume Discounts: 

Volume discount.s are availahle, per purchase 
order. There are also monthly, quarterly, and 
yearly volume rebates. 

Demo Unit Availability: 

Demo units are available for resellers at a cer- 
tain percentage off the regular dealer price. 
The limit is two different models per store. 


and they must be kept on display for two 
months. 

Additional Channel Support: 

• There i.s technical support through a 1-8(X) 
number. E-mail and a BBS. 

• Web site technical support provides driver 
downloads and answers other questions. 

• There is nationwide support through 1 1 
offices across Canada. 

STD's View Of The Multimedia Computer 
Market: 

STD says: “We believe the multimedia sys- 
tem is moving away from being a personal 
system to a family system. Users can enjoy 
the computer with the family members on a 
big screen TV: using the Internet, playing 3-D 
multi-player games, banking, or for education. 
STD will move to promote a full line of fam- 
ily room multimedia systems for all family 
members." 

Systems ’ Strengths; 

According to the company; "We use the high- 
est quality components including: 512KB 
Cache 430HX mainboard, Panasonic 8X CD- 
ROM. Sound Blaster 32 .3-D sound card. 
Supra 33.6Kbps Internal voice/fax modem, 
desktop gooseneck microphone, Microsoft 
Natural Keyboard, and Yamaha Speakers. We 
also include comprehensive software bun- 
dles. All hardware is properly configured and 
software installed and ready to go." 

Editors ' Notes: 

The STD system comes with an interesting 
expansion card, a TV device. This allows 
STD's computer to be used on a television set 
offering the same functionality as other tele- 
vision-based computers such as the 
Destination products from Gateway 2000. 
System performance was excellent when you 
take into consideration that this system was 
equipped with only 16MB of RAM as 
opposed to the 32MB in most of the other 
systems. 


TK-IDM 

Darius Discovery 
P166MHZ Multimedia 

Reseller A uthorization: 

Retailers and VARs must have been in busi- 
ness for one year. Home-ba.scd consultants 
are required to have been in business for at 
least two years, or require references from 
other supplier.s staling the consultant is 
knowledgeable and technical enough to serve 
their customers. 

Suggested Retail Price: 

$2,550 
Street Price: 

$2,600 
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Reseller Price: 

$2,140 

Marketing Support: 

• Co-op advertising based on sales per 
monih. 

• Demo systems for trade shows and seminar 
purposes. 

Maintenance Relationship: 

Faulty systems can be shipped back to 
the vendor within the first 60 days, how- 
ever. resellers must receive authorization 
first. 

Volume Discounts: 

Discounts are bused on volume. Educational 
sales al.so receive special pricing. 

Demo Unit Availability: 

• Demo system purchases are available for 
three per cent off the reseller price. 

• Demo units can be customized. 

Additional Channel Support: 

TK-IDM is in the process of selling up a fax 
back service. 

TK-IDM’s View Of The Multimedia Com- 
puter Market: 

The company says; “We feel multimedia is 
the future. In the past CD-ROMs and sound 
cards were only options. Today 80 per cent 
of the systems we ship are have either a CD- 
ROM or sound curd. We offer special multi- 
media packages every month. We may do 
light modifications from month to month to 
meet market changes. We keep our multime- 
dia products up-to-date by listening to our 
resellers' suggestions." 

Systems ’ Strengths: 

TK-IDM says the company configures all 
CD-ROM and sound cards for resellers so 
when they sell multimedia systems to their 
customers all the drivers are configured 
properly. 

Editors ' Notes: 

A newcomer to the pages of CimiulUin 
Computer Wholesaler, this system from 
Darius feature.s 5i2KB of pipeline cache 
and a USR 33.6Kbps fax modem. Overall 
performance was slower than expected as a 
result of a slower hard drive and video sub- 



Ultinet 

Reseller Authorization: 

Resellers must provide re.sellcr certificate 
and purchase a minimum of two systems or 
$2.(KX) in parts per order. 

Suggested Retail Price: 

S2.274 
Street Price: 

$1,995 

Reseller Price: 

$1,895 

Marketing Support: 

End-user leads are provided. 

Maintenance Relationship: 

Resellers can provide their own support, hy 
changing pans themselves, or they can call 
Ultinei directly. 

Volume Discounts: 

• 1-10 — five per cent off street price. 

• 10-20 — .seven percent off street price. 

• 20-1 eight per cent off street price. 

Demo Unit Availability: 

None, but demo units may be prepaid in 
advance, with credit issued when they are 
relumed. 

Additional Channel Support: 

• Faxback. 

• Internet site. 

• Toll-free hotline. 

Vltinet's View Of The Multimedia Computer 
Market: 

Ullinet says there's been large growth in this 
market. "Our systems are positioned to pro- 
vide the most speed for the least cost, while 
utilizing the latest technical advances in PC 
components." 

Systems' Strengths: 

The company points to the Intel HX 
TRIOON PClsel with Motorola 68000 
16MB Cache Controller. 

Editors ' Notes: 

This system performed quite well but the 
caching controller did cause some minor 
incompatibility problems. Additionally the 
coniroUcr didn't seem to offer any signift- 
cani performance boosts. Overall, the system 
is compleic, with all acces.sories. 



Performance 


In the category of performance, 
the system from Compucon gets 
outvote. Of the systems in this sur- 
vey, it managed to outperform its 
competition. We especially like the 
out-of-the-box experience from 
Compucon, The system documen- 
tation Is excellent. This system 
packs a lot of performance and 
quality components. 

Overall 

For a combination of performance 
and overall system design, NEC 
takes the award in this category. 
Very sleek looking, and very fast, 
NEC has done a great job in 
assembling this system. Quality 
components include the brand 
new 3D Rage chipset from ATI, and 
a built-in Iomega 100MB Zip drive, 
a huge 3.2GB hard drive from IBM, 
and a 33.6Kbps fax modem. 

The system is more expensive than 
the others in this survey, but you 
also get the peace of mind that 
comes with NEC's support and 
warranty plan. 

Price/Performancs 

If you want the most value for your 
dollar, OA Comp's system stands 
out as a clear winner. As with our 
two previously mentioned win- 
ners, this system features quality, 
brand-name components like a 
new Matrox Mystique, a 2.1CB 
Western Digital hard drive, and a 
USR 28. 8K fax modem. The sys- 
tem's score was on the upper end 
of the scale, which made our deci- 
sion easy. HgiH 

Chris Fisher. Steve HoUmia and Tun 
Binghani-Wallis are CCWi Test Lab 
editors. They can be reached in 
Toronto, at (4161 5S5-H4(H. 
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Comdex Full — for the thousands of brave 
souls who make the annual trek to the desen 
— namely. Las Vegas; the appeal is not (or 
not just) the opponunity to play the .slol.s and 
perhaps gel out of the cold. Rather, faced with 
massive crowds, long lines (200,000 atten- 
dees were anticipated this year), and a habit- 
ual shortage of taxis, many visitors would no 
doubt just as soon be elsewhere. Yet. some- 
thing draws tlieni back year-after-year — the 
chance to: put a Imgcr on the pulse of the 
industry; to sec the latesi-and greatest tech- 
nologies; and to hear the thoughts first-hand 
from the movers and shakers of high-tech 
business. 

That is. of course, easier said than done. 
Jason Chudnofsky. president and CEO of 
show organizer Softbank Comdex Inc., said 
the five-day trade show would see more than 
10,000 product introductions. "Tliere's no 
memory lane for this industry — only prod- 
uct upgrades." he Joked. Moreover, he 
stressed that companies which are going to be 
succes.sful, need to be prepared to constantly 
reinvent themselves, he added. 

Microsoft may be following that advice, 
as the company isn't sitting still with its 
Windows strategy. Rather, Microsoft 
announced that several hardware vendors 
(including Casio Computer Co., Compaq 
Computer Corp., Hewlett-Packard Co.. 
Hitachi Ltd., LG Electronics Inc., NEC Corp. 
and Philips Electronics) were demonstrating 
and/or shipping handheld systems running 
the Windows CE simplified version of 
Microsoft’s Window.s environment. The 
handheld units on display at Comdex were 
often completely surrounded by interested 
show attendees, looking fur a glimpse and a 
lest drive of the new small form-faelur sys- 

Along with a basic Windows inierl'ace: 
users have access to tailored versions of 
Microsoft's Office products, such as: Pocket 
Word. Pocket Excel and Pocket Internet 
Explorer. 


Comdex strikes again: 
handhelds steal show 

Intel's Andy Grove makes 

bold predictions about microprocessors of 2011 \ 

by Grace Casseliium 


While the individual vendors of course 
develop their own iterations of the Windows- 
CE-compatible devices — it seems the 
Microsoft OS/applicalion.s offering is already 
driving standardization in the indusiry. 
"Previous handheld products were all on dif- 
ferent plaiforms," .said James Schrailh. vice- 
president and general manager of Compaq 
Computer Corp.. based in Houston, during a 
Comdex interview with Canadian Campuler 
Wliotesaler. Now. with "a common platform, 
a lot of people lu-e developing horizontal and 
vertical markets.'' he said. 

Competing for Eyeballs 

Intel CEO Andy Grove took the opportunity 

to outline the microproces.sor of year 201 1 — 

ba.sed partly on the so-called Moore's Law 

that sees processor speed double every lU 

months. 

The Pentium Pro micropnx;cssor today 
includes: 5.5 million transistors, operates at a 
frequency of 2(X)MHz. achieving 400 mil- 
lion-inslruciions-per second (MIPS), on a 
process (irunsistor size) of 0.35 microns. But 
15 years from now in the year 2011, Grove 
.said the processor will look something like 
this: it will include one billion transistors; it 
will operate at lOGHz and achieve 100.000 
MIPS on a process of 0.07 microns. “We'll 
have a lot of problem.s to deal with to gel 
there," said Grove, citing .size issues and heat 
dissipation as concerns. More critical, per- 
haps than that, will be the cost of financing 
the new production facilities which will be 
required. 

What is needed to grow the processor 
market, said Grove, are more "eyeballs." He 
explained; "we are in a war for eyebalis," 
adding that 1997 will be the year more PCs 
are sold than televisions. "We're really after 
tlic number of leisure hours people spend 
with television." 

In that light. Grove said the emerging 
processing power in PCs will need to be 
applied to driving new compelling content — 
such us interactive multimedia applications 


with very high quality video and graphics. 
"The business we are in is the delivery of 
information and life-like interactive experi- 

Canadians at Comdex 

The emerging scenario of simplified content 
creation and distribution poses interesting 
challenges for Canada, commented Kim 
Campbell, consul general for Canada in Los 
Angeles (and former Canadian Prime 
Minister), following a press conference at 
Comdex meant to promote Canadian high- 
tech companies. 

While Canadian governments have set 
cultural protection polices in the broadcast 
media, the new digital reality promises to be 
"hiu-der to regulate." she pointed out. But she 
added it also means more opportunity, as 
Canadians will be able to greate and distrib- 
ute their content throughout North America 
and worldwide on a more level playing field. 
"This also helps to break the monopoly." she 
said, referring to the U.S. cultural industries. 

The government-sponsored Canadian 
pavilion at Comdex included Toronto-based 
LaserMedia. which launched the Active Abs 
interactive fitness video; software that adjusts 
the workout on a daily basis, to provide the 
user with a continuous challenge. It's priced 
at S29.95. 

And Calgary-ba.sed Axia Multimedia 
was previewing the Know Your Baseball CD- 
ROM — the multimedia resource of the 
Official Lillie League Baseball Education 
Program for players, coaches and managers. 
It will cover the fundamental skills of ba.se- 
ball .such as throwing, catching, fielding, hit- 
ting. bunting, pitching and ba.se running, plus 
the basic strategies of defense and offense. 

'There's so much creativity and energy 
coming from these small companies," said 
Campbell. 

Grace Ciisselimiii is Editor of Canadian 
Computer Wholesaler. She can he reached at 
grace®netcom.eu 
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Soundx™ 


New processor technology regulates 
"body" temperature just like Brutus — 
our monitor lizard. 

Brutus, a cold-blooded reptile, is very good at regulating his body 
temperature by knowing when to gel moving and when to slow 
down so he doesn't overheat. 


Seeptre's Sounds'" 4000 modular, multimedia 
notebook is also energy smart. 


An innovative chip material and design makes 
for more efficient consumption - knowing 
when to draw energy and when not to. 

Longer battery life and less heat are 
just two of the benefits. 





VOICE RECOGNITION 


Look who’s talking 

Is voice recognition finally 
coming into its own? 


hy Paul Lima 


“The channel doesn't know how to 
make money at this, tfs not just 
price point. You have to under- 
stand the vertical market 100 per 
cent and dedicate sales people 
and technical staff." 

— Oscar Jofrv Jr. 


If compulers could talk, you might snon 
one asking, "Are you talking to me?" 

Indeed, your answer might be, ' 
now shut up. open Word and lake a message." 

Speech recognition — operating system 
navigation and dictation — is now part of 
IBM'.s OS/2 Warp 4 and will 
most likely be a part an 
upcoming version of 
Microsoft Windows. But 
droves of computer users 
have not yet shown an inclination to talk to 
their computers, which begs the question; c 
resellers prol'it by adding value to speech 
recognition applications? 

For the last few years, pundits have pre- 
dicted that speech recognition would be the 
next big thing in desktop ci 
puling. In his book: Dvorak 
Predicts, computer guru John 
C. Dvorak called speech 
recognition the "killer applica- 
tion" of the 1990s. And a 1993 report from 
Sage Research, in Natick, Mass., predicts the 
PC speech recognition market was set 
dramatic expansion. 

It hasn't quite worked out that way. 

In 1994, William MeLscl. who publishes 
Speech Recofinilion Update Monthly 
lhllp://www.lmaa.com) from his office i 
Encino, Calif., predicted the demand for all 


systems containing speech recogni- 
tion technology would reach 
USS26.3 billion by the year 2000. 

He no longer makes dollar predic- 
tions. “Voice recognition is like the 
gross national product. How do you 
detemiine what part of the 
computer industry is voice when 
voice recognition will be incorporated 
into almo.st everything?" 

MciscI admits, "Speech recognition has 
grown fastest in the telecommunications 
industry where it makes sense to replace one 
the dial pad interface with voice. It has grown 
slower on the PC because of the good GUI." 

Speech recognition also requires fast 
processing speeds and tons of RAM to oper- 
ate effectively. Those requirements pul 
speech recognition out of the reach of most 
users for much of this decade. But even as 
processor speeds increased and RAM prices 
plummeted, speech recognition has remained 
virtually a non-starter on desktops except in 
vertical markets, primarily legal, medical and 
the assistive market where companies use 
speech recognition to help employees over- 
come repetitive strain injuries. 

Canadians Demonstrate 
Speech Recognition Success 
"Tapping into vertical markets has huge 
potential, says Oscar Jofre Jr., president and 
CEO of Edmonton-based AMASS Systems 
Inc. "You could live very comfortably work- 
ing five per cent of the legal and medical pie 
if you cater to their needs." 

Catering to the speech recognition needs 
of the legal and medical profession is exactly 
what AMASS has done. The company earns 
virtually all its revenue integriiling speech 
recognition products for these markets and 
has opened offiees in Calgary and Vancouver. 
AMASS also plans to open an office in 


Toronto next year 
primarily because 
Jofre has not been 
able to find many 
resellers willing to 
add value to speech 
recognition prod- 
for vertical 
markets. 

"The channel 
doesn't know how to make money at 
this. It's not ju.st price point. You have to 
understand the vertical market 1(10 per cent 
and dedicate sales people iind technical staff." 
Jofre says comparing speech recognition to 
Lotus Notes. "You don't make your money 
selling scats, you make your margins on cus- 
tomization. Resellers think it (speech recog- 
nition) is plug and play, and it's not." 

Meisel agrees the 
"economies are there" for 
speech recognition VARs 
and Sis to protit from cus- 
tomization. "You can add value in the legal 
and medical markets. You can justify your 
mark-up for good vertical market speech 
recognition products." 

The major OEM players in the speech 
recognition field are Waltham, MA-based 
Kurzweil Applied Intelligence Inc.. Newton, 
Mass.-based Dragon System.s Inc., and IBM 
Corp.. out of While Plains, 
NY. Each company produces 
its own .speech recognition 
engine: the digital signal 
processor that converts vocal 
algorithms into digital lex- 
ticand produces navigation and dictation sys- 
tems for consumer and vertical market use. 

Last summer, Kolvox Communications 
Inc., the Canadian developer and distributor 
for LawTalk and OfficeTalk. popular speech 
recognition products for the legal profession 
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anJ lor office use, amalganialed with Pure D;Ua Ltd. to I'orni 
Wildcard Tccliiiologies Inc. based in Richmund Hill- 

The merger combined Kolvox's speech recognition knowledge 
with Pure Data's fax communications and 
LAN expertise. The new company distributes 
LawTalk and OfficeTalk. speech recognition 
applications running on all three OEM speech 
recognition engines — through more than .^00 
dealers in Canada, the U.S.. UK. Australia. 

New Zealand and South Africa. According to a 
spokesperson. Wildcard is also "pursuing the 
integrated messaging market" by developing 
network connectivity and ComputerTelephony 
integration (CTI) incorporating speech recog- 
nition and voice, data and fax capabilities for 
internet and intranet applications. 

Savoring several Flavors 

Speech recognition software comes in several flavors. 

Navigation orcommand-and-comrol software enables users to 
voice controi the operating system and applications. For example, to 
open your Microsoft Word software, you'd say. "Open Word." 
You'd retrieve a file with "Open <filcnainc>" and print with the 
command "print file." 

n software enables the computer to recognize speech 
ext or data. Effective dictation packages include 
navigational software so users can keep their 
hands off the keyboard or mouse and Mill con- 
trol their application and operating .system. 

Users of discreet speech systems must 
pause briefly between words for the system to 
take dictation. Processor- and memory-hungry 
continuous speech systems let the user speak 
at a more conversational pace. These tend to 
be limited vocabulary packages used for data 
entry or other narrow-vocabulary based applications. 

.Speaker-dependent systems require anywhere from two hours 
to a half-day of training so they can recognize the user's speech pal- 
lems. DilTercni users can operate a spcuker-dcpcndeni software 
package on one PC as long as each user trains the application and 
saves his or her voice profile. Speaker-independent systems need 
almost no training by the speaker, although they may have difllcul- 
ty understanding persons with accents or speech impediments. 

Speech recognition is also used to leach foreign languages 
through interactive sy.stems that speak 
a phrase, listen to you repeal it, and 
evaluate your performance. And 
telecommunications companies are 
using speech recognition to add 
\ Directory Assistance services while 

V- reducing operator workload. 

Freeing the Hands 

Speech recognition dictation can either replace a support person or 
free up a support person for more productive duties, says Meiscl. 
Also, the user gels work hack immediately rather than wailing 24 
hours for work to be transcribed. 

One lawyer who asked not to be named described himself as 
"not very computer-literate and a poor typist luid said he shied away 
^rom computers before using speech recognition system for dicia- 
lion. "i didn't think it would be practical to be working on files and 


“Voice recognition is like the 
gross national product. How do 
you determine what part of the 
entire computer industry is 
voice when voice recognition 
will be incorporated into almost 
everything?" 

— William Meisel 




thinking of substantive matters while trying to type." he said. 

But after a few weeks working with his speech recognition 
applications, he began reaping productivity benenis, He now cnll.s 
days of dictating into dictaphones "the bad old 
days" but admits things moved slowly until he 
trained the system to his voice and set up ‘boiler 
plates' (voice macro phrases that produce docu- 
ment templates and slandrud paragraphs!. 

Indeed, industry players predict that as 
speech recognition is incorporated with operat- 
ing systems it will help resellers. They .say as 
more people heci>me aware of speech recogni- 
tion they will be more likely they to try it. And 
once doctors, lawyers and managers look to 
implement speech recognition applications, 
they'll be m 
inclined to look fur I 
knowledgeable people to customize 
their dc.sklup to lake full advantage of I 
that speech recognition technology. 

So. the next time you find your- 
self lalking to your computer, you may ' 
actually be completing some work — rather than merely working 
out your frustrations over a system crash. 





Paul Limn (tikiil/Piilim'l.it 
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THE NETWORK COMPUTER 


New Wave Of NCs Dominates 
Oracle Open World Conference 


by Jejf Evans 



Ai this year’s annual Oracle Open 
World conference, held in early 
November in San Francisco, the major 
excitement was caused by the unveiling 
of a plethora of radically new network 
computer prototypes — powierful, 
cheap multimedia devices wiiihoui inte- 
gral hard drives, aimed at serving a new, 
Internet-oriented business computing 
environmeni- 

According to Oracle’s Larry Ellison 
in a keynote speech during the conference, corporations have 
discovered that the operating cost.s of their huge numbers of 
networked PCs are imposing a staggering financial burden on 
companies. According to various industry studies, the real, 
annual cost of running a Windows PC on a business network 
is in the order of USSS.OOO to US$I3.(I0(). Only a small part 
of this is hardware depreciation. Large amounts are for net- 


work maintenance, training, and service. A huge amount is 
the so-called ‘futz factor,' time spent and productivity lost by 
PC end-users trying vainly to solve problems with their com- 
plex PC hardware, software and connectivity technology. 

The network computer, or NC. is a new computer plat- 
form designed to reduce hardware and operating costs drasti- 
cally, while still maintaining most of the flexibility and intu- 
itive user interface of a PC, according to Ellison. Oracle has 
published an NC specillcaiion to which dozens of hardware 
manufacturers are building compatible devices. 

A new' division of Oracle, Network Computer Inc., is 
spearheading the drive to co-ordinate NC development. 

Although based on a variety of processor architectures, 
including Intel. Sparc and ARM CPUs, all of the new NC 
devices hilling the market will run a Web browser and accept 
HTML (HyperText Markup Language — the World Wide Web 
standard) data, as well as Java applications. What this mean.s. 
in practice, is that all the costs associated with .software copy- 


WE GUARANTEE THE LOWEST PRICE ON P.O.S. & BAR CODE EQUIPMENT 

Join the growing list of VARs that are taking advantage of discount 
prices made possible by our premier Buyers Group. 

Become a member of 
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Buyer Association programs such as ours have benefited 
hundreds of various other Industries including office supply dealers 
and the agriculture industry just to name a few. A D Metro, with its 
continuing innovations, is the first to introduce this type of program 
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right compliance: viruses, file manageiiieni and many other 
PC price/perl'ormance issues are simply lifted off the desktop 
and left in the hands of the network system administration. 

Ellison predicts that in a ‘zero maintenance" NC envi- 
ronment. real operating costs may drop as much as 75 per cent 
per NC user. 

Among the network computer devices on 
hand at the conference was a 'prehistoric' net- 
work computer prototype from Sun. dating 
back to preliminary studies done in 1991-92. 

Some of the NC vendors announced at the conference 
included; Acorn Computer Group. Inc. of the UK. with an 
ARM CPU based model for about $400; Akai Digital, with 
a US$349 NC set to ship in the first quarter of 1997; Funai 
Electric Co., with an 'under US$500' NC due to ship this 
month; IDEA, with a currently shipping NC for US$500; 
Proton Industrial Corp.’s Xavier set-top box for USS499, 
due sometime in the first half of 1997; and a wireless net- 
work NC from Uniden. also set to ship in 1997. 

A week before Oracle’s conference, Sun Microsystems 
Inc. forrnally launched its JavaStation network computer, 
-Starting at about US$750. 

IBM Corp. rolled out its first NC model — the IBM 
Network Station a few weeks prior to the Oracle conference, 
at a suggested list price of around $800. 

Ellison suggested that NCs embedded inside TV sets, 
phones, and other device.s may cost as little as US$100 with- 
in a year or two. as economies of scale and the savings of not 



having to have separate power supplies, casings, and handling 
are realised. 

According to Ellison, Java-based applications for NCs 
should start to Hood the maritei by mid-1997. 

There are more than 200.000 registered Java developers 
(compared to around 400.000 registered Windows develop- 
ers). Oracle has developed software to convert the millions of 
existing customised Oracle applications over to 
Java format. 

As well, the expected arrival of high-speed 
ASDL phone services and cable modems in 1997 
may open up a very substantial home and educa- 
tion market for NCs, to supplement the business 
market. 

For all that the network computer seems to 
offer some very persuasive potential, this is still a Disibm 
new approach to computing. Analysts believe there Netw«k Sati 

I will undoubtedly be many cases of New- 

Computeritis. incompatibility, clunky, 
buggy V.l applications software, and lots 

of opportunities for Murphy's Law to rule 

over pioneers who decide to once again brave technology's 
‘bleeding edge.' 

Nevertheless, the network computer has airived — and 
the computer business may never be the same again, ^353 

Jejf Evuns in Toronto Editor for Conadian Computer 
Wholesaler. He can be reached at jeff^tciMn.ca. 




Wholesale Christmas Blowout 


Software 

Microsoft Windows NT 4,0 Workstation 
FULL version 4,0 on CD .... $299.00 
Microsoft Windows NT 5 client Serjret, 
FULL version 4.0 on CD ... .$7^.00.' 
Microsoft Office PRO with Booksitelf 
FULL version 7.0 on 2 CDs . . $379.00 
Microsoft Office PRO with BookshefF 
FULL version 7.0 on CDs OEM .$299:00 
Microsoft Windows 95 UPGRADE on 

2 CDs $108.00 

Microsoft Windows 95 FULL version on 

CD OEM $109.00 

Lotus 1-2-3 release 5 with r- 

Approacli ver.3 for windows . .$149.00 
Terminal Velocity flight SIM 
FULL version on CD $12.90 
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Hardware 

PCI real time TV tuner 3 in 1 combo 
card TV/MPEG/Video 
(Remote control optional) . . . $189.00 
16 bit PnP full duplex stereo 
sound card with integrated 

sound effects $39.00 

\28.8k internal v.34 

fax/data modem $85.00 

-33. 6k internal fax/data/voice 
& integrated DSVO duplex voice 
communications $128.00 

AH prices FOB Richmond, B.C., Canada 
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Toil-Free 1-888-881-2288 
Quantity discounts available. 
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by Paul Weinberg 


\ Product Promotion: 

\ A ^oybe It Is Rocket Science 


* ^ ^ 




Industry analysts say there’s a thin line between brilliant 
and hokey, and resellers need to tread it carefully. 


Two For The Price Of One? 

Five Cor ihe price ol'twii? A Tree baseball cap 
wkh every modem? A game with each CD- 
ROM drive? A chance to win a trip to Las 
Vegas, Edmonton or Halifax? 

Any reseller who’s been in this business 
for awhile, has probably not only seen these 
promotion ideas, tind many more — but 
you've probably even tried them. Indeed, in 
this competitive, yet cost-constrained indus- 
try. it's a lough balance finding the right mix 
of substance and style. Many technologies 
don't sell themselves; and even those that do 
arc often also for sale next door. 

But do llashy retail promotions work? 
We may never know, says John Lamben. 
Canadian merchandising manager for the 
U.S. -headquartered Computer City chain. He 
has been "bowled over" by the kind of gim- 
micks being tried south of Ihe border by ven- 
dors through the superstores. They include 
using the full marketing force of Disney-cos- 
tunicd characters to lure consumers inside. 
Promotion Is Necessary 
Retail experts like Susan O’Dell suggest the 
overall impact is hard to measure. 
Nevertheless, retailers "dare not stop promo- 
tions," says O’Dell, president of the 
Mississauga. Ont. -based Service Dimensions 
Inc. since consumers expect to .see them. She 
sugge.sts that promotions require quite a bit of 
thought and analysis before they are intro- 
duced. What can make a promotion "dumb." 
is when it is complex and not clearly under- 
stood. she adds. 

O'Dell defines a promotion as "an 
inducement to buy a product within a partic- 


ular time frame." Promotions often include 
two types of advertising, one focused on ven- 
dor image and brand awareness and the other 
on a specific product offering that is available 
at a set price for "X" number of weeks. Both 
messages in fact have to reinforce each other, 
says O'Dell, or the consumer will notice “Ihe 
di.sconneclion." 

Industry analyst Bob Pritchard, presi- 
dent of the Markham. Ont.-based R. J. 
Pritchard & Associates Ltd. suggests that the 
superstores in Canada suffer from smaller 
margins and are therefore loath to gel 
involved in llashy promotions that arc pricey. 
Recently he encountered a lot of the standard 
Halloween witches and gohlins fare at a local 
store in Toronto while buying cable, and he 
was not impressed. “They were really stretch- 
ing it." he says. 

Gimmicks have little impact on the typ- 
ical PC buyer, according to IBM’s own mar- 
ket research. Generally, that person is mo.stly 
considering such basics as price, quality and 
service, says Gary Isaacs, IBM Canada's gen- 
eral manager for consumer channels. 
Consumers Are Savvy 
But the fact that consumers are more savvy 
abotii technology has made product promo- 
tions especially significant, says Derek 
Smith, Hewlett-Packard (Canada) Ltd.'s 
national sales manager. "People will visit six 
different retail stores before they’ll decide on 
a product." 

At the Vancouver-based London Drugs 
chain. PC product promotions generally last 
for about three weeks in order for Ihe details 
of the sale to filler down into the consumer 


market, explains CEO Wynne Powell. 
Because of "luxury of economics of scale." 
his retail operation can afford to mail flyers to 
more than two million households in B.C. 
and Alberta where it has outlets. 

A good promotion "wraps around an 
envelope of comfort." Special local attention 
has to be paid to local cultures, adds Powell. 
Vancouver's large Chinese community, he 
says, react better to retailers who emphasize 
long-term relationships with customers. 

Computer City’s Lamben says he has seen 
upwards of 25 per cent gains in business with 
the u.se of promotions at his Cimadian outlets. 
The Manufacturer’s Role 
Manufacturers have done a better job of iden- 
tifying their customer base compared to 
retailers, according to O’Dell, adding she is 
surprised to find that many resellers have lit- 
tle data on who lu’e buying their products. 

Where does the smaller retailer fit into all 
of this? O'Dell urges them to take advantage of 
marketing programs being offered by vendors. 

What is .sparking much attention among 
the large vendors and retailers is psycho- 
graphics. For example. IBM Corp. is one 
vendor which has identified its target market 
as "progressive families." a category that cuts 
across traditional demographic lines and is 
mure focused on personuliiy and attitude than 
on whether the consumer is single or has 2,2 
children. 

IBM's S series of high end Pentiums, 
which were recently advertised in print, carry 
"a cool and sexy” gray-charcoal look. "We 
are going to see more emphasis |in the indus- 
try! on the design of the product. It has 
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already happened with ennsumer electronic products,'' says IBM's 

Pritchard laments that independents have an “abysmar' 
record when it comes to self-promotion. This may help to explain 
his observation that manufacturers arc gaining more "control" 
over the retail promotions ihey are funding. Up to now, he says, 
"the vendor has carried the can for price cuts and then been hit by 
reduced margins," 

Co-Op Dollars Are On The Way Out 

Now. he said, co-op programs where the reseller matches funds 
provided by the vendor to support a sales promotion are on their 
way out. (n situations like this, the vendor has not had full control 
and ended up with low margin.s, according to Pritchard. More of it 
priority, he says, are vendor-directed national or North American- 
wide prim or television campaigns which drive con.sunier demand 
for specific prtxJucIs in bundled systems through the entire reseller 
channel. 

Confirming the trend away from co-op advertising is HP's 
Smith, who stresses a reluctance to be biased in favor of one retail- 
er over another. "More market development is focused i>n a case-by- 

Also, to keep the price of a bundled system down, vendors are 
loading le.ss software with a promoted system, explains Smith. 
Con.sumers may not want to use all the applications thrown their 
way. he says. "There is so much sol'iware coming with the PC 
already." 

A lot of copying of each oiher'.s promotions occurs among 
retailers, notes Computer City's Lambert. It is hard to conceive of 
any single promotion being particularly original since it is hound to 
be taken up by the competition, he says. But, requiring less paper- 
work and easy to mount — are rebates, Lambert says there is one 
simple reason: 70 to 80 per cent of consumers fail to mail in their 
coupons after a sale to gel reimbursed. He adds; "They are more 
likely if it is a $100 rebate than a SIO rebate." 

Also popular, is free access to the Internet via a service 
provider upon the purchase of a bundled system. Industry analysis 
point out that many consumers are still timid about gelling on the 
'Net, and an Internet access promotion can nol only be a good buy- 
ing incentive, it can open up other hardware/sofiwarc selling oppor- 
tunities for re.sellers. 

Amidst the marketing and promotion noise endemic to the I’C 
industry, "wc need to make sure the customer is aware of the prcxl- 
uci." says Ken Price, product manager, commercial desktops, for 
Compaq Canada Inc. 

That has meant less PC system promotions a.ssociated with 
sports events, celebrity sponsorships and free airline tickets, where 
the vendor is not froni-and-cenire from a visibility perspective, say 
many people in the industry. 

A PC is a sales anomaly — an expensive item that is also a 
commodity, subject to cutthroat competition, says Toronto retail 
analyst John Winter, president of John Winter & Associates. And 
promotion can't ju.si he seasonal or lied to .special occasions. 
Promotion in this business has to be year-round because a system is 
generally bought out of necessity, he said. 

"Promotions do not work if the customer does not need the 
pnxiucl. It then becomes extraneous clutter." [«'■'! 

Piiul Weiiiherg I'.v ii jimnuilisr specintizing in liigli-lechnrilogy 
reponing anti husiness, husvd in Toixmlo. 
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Notebooks — no holds barred 


With the teature-packed notebook computers hitting the market today, at 
a iessened price ditterentiai — there is ever-increasing opportunity to seii 
powertui notebooks as desktop repiacement systems. 




by Edmird Tmpunski 


"My notebook is my only computer." says 
Steve Goldman, a lawyer with Berkow, Cohen, 
a commercial litigation law I'lrm in Toronto. 

With notebooks selling at twice Ihe rale 
of desktop computers. Goldman represents a 
prevailing pattern as to how professionals and 
organizations are approaching their technolo- 
gy strategics. At his desk, he plugs his 
Compaq Conturu notebook into a full-sized 
color monitor. He has thought about adding a 
regular keyboard but. because bis typing fin- 
gers are nimble, he says he wants to maintain 
the feel of one keyboard. 

The notebook give.s him the flexibility 
of taking his office with him. Since he types 
faster than he writes, using his notebook at 


Many computer vendors, (most notably 
Compaq Canada Inc,), have reduced their 
notebook prices while adding multimedia 
capabilities. In many cases, sound, video and 
CD-ROM are standard from entry level 
through the entire notebook line. 

Toshiba of Canada. Information Systems 
Group, the market leader with 26 per cent of 
notebook computers shipped in Canada 
through retail sales (unit sales, according to 
A.C. Neilsen figures), has just introduced the 
Satellite 200CDS with a full set of multimedia 
applications us its must popular priced model. 

"For the next six months the focus will 
be on multimedia applications," says Robert 
Grossman, vice-president and general man- 
ager of Toshiba of Canada ISO. "With 
high cupaciiy proces- 
sors. batter- 
ies and 
hard drives, 
and larger 
screens, the 
notebooks we 
have imple- 
mented are at a 
parity with 

desktop comput- 
ing." 

He suggests 
this foretells a very 
positive implication for 
resellers. For every three 
desktop computers corporations 
are replacing as they upgrade, they choose 
one notebook and Grossman predicts within 
18 months the split will be 50:50. "We have a 


legal discoveries allows him to mainiain 
eye conlact with (he witnesses as he 
examines them. By the end of the dis- 
covery he can cut and paste his notes and 
instantly prepare u teller uuilining fol- 
low-up actions, or as they say in the legal 
profession, undertakings. 

On vacation, at a client's office, or 
at home — with a modem and 
Symantec's PCAnywhere software, he 
says his notebook gives him access to his 
files and his precedents with the oppor- 
tunity for more lime away. 

"Last Christmas lime I had an 
injunclion brewing and I didn't know 
when it was going to come to a head." he 
says. "It did come to a head while I 
was on away on vucaliun. At about 
six o'clock in the morning I went 
to Ihe lobby of the hotel I was staying 
at and drafted a notice of upplicaliun and an 
affidavit. I E-mailed it to my junior in 
Toronto directly from my notebook. He was 
able to annex various documents us exhibits 
and file it that day. I never missed a run on 
the slopes.” 


The New Reality 

While once there with a big gap between the 
cost of a desktop computer and a notebook, 
today there’s only about a 20 to 25 per cent 
difference between a Pentium desktop and a 
notebook system. 


"At about six o'clock in the morning I went to the lobby of the hotel I was staying at and 
drafted a notice of application and an affidavit. I E-mailed it to my junior in Toronto direct- 
ly from my notebook. He was able to annex various documents as exhibits and file it that 
day. I never missed a run on the slopes.” 

— Steve Goldman ^ 
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No 

CD-ROM? 

Loading software 
onto notebooks 
may be tricky. 

While most PCs going into the 
home now come equipped with 
CD-ROM drives, it is still quite 
easy to buy a notebook computer 
without such a feature. (Home 
users may, for example, decide to 
opt for a multimedia desktop, and 
a more lightly featured note- 
book.) 

However, more and more 
vendors are opting to ship their 
software on CD-ROM; indeed 
some don't sell diskette versions. 
At Corel Corp., for example, while 
the CorelDraw 6.0 is an extra 
$200 for the 50-diskette version 
(only available directly from 
Corel), CorelDraw 7.0, Corel 
Ventura 7.0 and Corel WordPerfect 
7.0 have only CD-versions. 

'When we ship the products 
on CD, we save money and the 
user saves money,” says Jeff 
Bennett, team manager for tech- 
nical support at Corel, in 
Ottawa. 

For corporate CD-ROM-less 
notebook users, he suggests get- 
ting around the problem by load- 
ing software via the network. Or, 
for home users, it can be accom- 
plished through a peer-to-peer- 
type network between the note- 
book and PC. via such a product 
as Traveling Software Inc.'s 
LapLink application. 

Resellers can of course also 
take the opportunity to provide or 
sell value-added services, such 
as offering to install CD-ROM 
software onto notebooks sys- 
tems for users. 

Or. as more vendors opt for 
CD-ROM-only versions of their 
applications; and as prices of 
portable CD-ROM drives come 
down — there may be rationale for 
your notebook customers to 
invest in the extra hardware, ccw 


wild ride coming ahead of us. Ii's going to 
allow resellers and value-added resellers to 
develop more multimedia applications pack- 
ages to be sold to ihe end-user with more 
margin opportunity and profit." 

With Pentium processors, stereo speak- 
ers, internal CD-ROM drives and screens a.s 
huge as 12.1 inches with high re.solution. 
Compaq i.s giving an indication of its direc- 
tion. And modularity is slowly making it way 
from the high end to popular prices. 

With an average weight of 7.5 to 8 
pounds and a thickness of 2.3 inches in 
Compaq notebooks. Eric Dubois, notebook 
product manager for Compaq Canada, says 
there is more functionality at a smaller size. 
For 1997, he is forecasting a one-inch thin 
notebook, less than five pounds in weight, 
with a large 14.4-inch screen and a full-si/ed 
keyboard- 

The Future Is Thin 

■'As you decrease the size of the notebook, 
the only dimension you can reduce without 
affecting the ergonomics is the thickness." 
he says. "Oiherwise you end up with a 
smaller keyboard and a smaller screen, in 
1997. 12.1-inch screens will be main- 
stream." 

Integrating a notebook into a network is 
always more difficult than integrating a 
desktop. This is good news for the VARs and 
integrators because organizations will have 
to involve their channels in the set-up for 
maximum productivity. "The lime is right 
now to buy a notebook." Duboi.s says. "The 
price is good. Supply is good. There are no 
compromises in functionality anymore and 
that's why wc are .seeing this market taking 
off." 

What used to be available only in desk- 
tops is coming to mobile computing. As Ihe 
technology gap dimini.sbes. notebooks 
become a real desktop replacement possibili- 
ty, With belter ergonomics, bigger bard dri- 
ve.s. and infrared connectors in notebtxiks. 
the two computing environments are getting 
pushed closer and closer together. 

"More and more companies arc seeing 
how their employees are more motivated to 
work harder when they have more flexible 
environments." says Eileen Nachshen, mar- 
keting manager for the TliinkPad brand at 
IBM Canada Lid. "in the past, if customers 
were looking at mobile technologies they 
would have hud to pay a lot more, or cut hack 
on technology. Now they have Ihe choice." 

in terms of look and design the Apple 
PowerBooks have always led the way in 
sleekness and elegance. With its new 
PowerBook 14(10 series Apple is offering the 
opportunity to customize the appearance of 


the notebook with plastic covers that can be 
as colorful or creative as the personality of 
the individual or organization warrants. 
Since road warriors lake their notebooks 
everywhere, this i.s an opportunity to make a 
forceful fashion siatemeni. 

The new PowerBooks are focusing on 
the advanced communications capabilities 
that allow access to the Iniornet and inte- 
gration into an office network. "Especially 
for sales presentations, being able to reach 
your office and access your network i.s 
absolutely critical," says Stan Ossias. prod- 
uct manager for notebooks at Apple Canada 
Inc- 

With a 64-bii architecture on its new 
Versa fiClOO notebook, NEC .says it can offer 
performance equal in speed and responsive- 
ness to any desktop computer. Using home 
electronic products as the model for where 
they would like 10 lake notebook computing. 
NEC includes devices like volume control 
buttons. 

When people turn on the radio or televi- 
sion they expect instant respon.se. Greg 
Myers, vice-president of .sales and marketing 
for NEC Computer Systems Division, says 
his computers will soon meet the same 
expectations. NEC is about to introduce a 
handheld device weighing less than a pound 
and running on the Microsoft CE consumer 
electronics operating system. 

What Myeni secs down the road are 
modular ultralight-weight notebooks that 
allow the user to add slices of functionality as 
needed. "Any company that can gel function- 
ality and power into a package that's less 
than five pound.s will do extremely well." 
Myers says. "Ultimately several companies 
will end up doing it. but the one who gets 
there first with a design the market responds 
to will be a big winner" 

The lop five notebook vendors — 
Toshiba. Compaq. IBM. Apple and NEC 
occupy about 75 per cent of the notebook 
market and lend to introduce the innovations. 

The second tier including companies 
like Mississauga, Om.-ba.sed Impulse 
Computer Corp.. benefits when the market 
matures and open other avenues for integrat- 
ing hardware and software. 

But according to Impulse Computer 
Corp. president Alok Sama: "People get de- 
sensitized 10 everybody saying wc are ihe 
price performance leaders." 

"What is there to believe when there is 
no uniqueness'? Wc h.ive to show them u 
profitable vertical solution, a nucleus around 
which they can do business." Wi'l 
Edwari! Trupunski is ci Toronlo-hiised 
joiinudisi specialtzi’ig teclmoloay. 
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Sony enters the desktop 
videoconferencing market 

Sony Electronics has announced that it is 
plunging lull speed into the ejcpanding video- 
conferencing market with its first desktop 
product, the TriniConi Up until now, 
Sony has conccniraied on the higher-end 
videoconferencing systems like its 
US$15,000 TriniCom 4000. 

The TriniCom 500 includes software, a 
Peripheral Component Interconnect (PCI) 
card, camera, and all the connective pieces to 
install a desktop videoconferencing system, 
for less than US$2,()00. It needs a single 
128Kbps ISDN line to operate. 

According to Sony, when hooked up, the 
TriniCom 500 offers videoconferencing. PC 
phone capability, high-speed Internet, and 
remote local area network (LAN) access. The 
TriniCom 500 system also comes bundled 
with Dalabeam's FarSile software to .support 
T-120 collaboration. 

Kevin Allen, a spoke.sperson for Sony 
Electronics, pointed out that with the system, 
a user can communicate with virtually all 
standard-ha.scd videoconferencing systems. 
Allen said the TriniCom 5(KI is fully compli- 
ant with the internuiional videoconferencing 
protocol. ITU-T H..m 

The TriniCom 500 system supports 
high-speed Internet access via the Sony 
WinlSDN driver. The .system also operales as 
a PC-phone. allowing users to place and 
receive regular telephone culls from the same 
terminal. 

The system requires just one PCI slot and 
has a BRl interface fur videtwonferencing over 
a standard ISDN BRl line (128Kbps). The 
TriniConi 500 system alsti supports inlcma- 
lional ISDN switching variants. 

The I /4-inch video camera operates with 
a 60 degree viewing angle and scalable video 
window that allows the user to adjust the size 


of the screen image. According to Sony, the 
supplied software interface allows the user to 
adjust video quality a.s well as cunira.st. hue. 
brightness, and color. The system supports 
multiple audio devices and includes hands- 
free operation via the camera unit's built-in 
microphone and a handsel for telephone-style 
conversations. 

The TriniCom 500 kit can be operated 
on either a Windows 3.1 or Windows 95- 
based personal computer with a PCI bus. PCI 
SVGA card, and 1 6MB of RAM. The system 
also requires a 9l)MHz Pendum chip or above, 
at lea.st I SMB of hard disk space, and a SVGA 
monilor. 

The TriniCom 500 desktop videoconfer- 
encing system has a suggested li.sl price of 
USS 1.995- ♦ 

DVD rolls out in Japan 

Two Japanese electronics manufacturers have 
given the public its first taste of DVD video 
players. Additional launches by other manu- 
facturers and overseas will follow in anticipa- 
tion of early success in the coming Chrisinias 
sales season. 

Launching DVD players on Nov. I. 
were Maisushila Electric Industrial Co. and 
Toshiba Corp. 

Two stand-alone players are being 
launched by Matsushita under the Panasonic 
brand name. The DVD-AIOO and DVD-A.300 
players are capable of playing back pre- 
recorded DVD video disks, audio compact 
disks (CDs), and video CDs. 

Monihiy production has been set at 
30,000 units for the players which will be 
priced at 79,800 yen and 98, 0(H) yen respec- 
tively. The major difference between the two 
models is a 
microphone 
socket (for 
karaoke 
discs), shui- 
lle dial con- 
irol and joy- 
slick-based 
remote control and an RF output terminal 
available on the more expensive A31X1. 

Toshiba also launched its first DVD 
product, the SD-.30IXI- The machine will be 
priced at 77.000 yen and include the ability to 
playback DVD video and audio CD discs. 

Both manufacturers have already 
announced plans for other devices. 

Toshiba began selling a DVD-ROM 
player for computer users on Nov. 26. 
Malsushilu is also selling a high-grade televi- 
sion set with a built-in DVD pluyer. 

DVD players plans have also been 
announced by Pioneer and Hitachi. Sony is 


delaying launch uniil next spring because of a 
shortage of software lilies but industry 
sources say the company is behind others in 
development of DVD hardware. ♦ 

Industry agrees on DVD 
copyright protection system 

A multi-industry group charged with devising 
u copyright protection system for prerecorded 
DVD video disks has announced it has final- 
ized a system, just days before launch of the 
first players. The new system, demanded by 
Hollywood studios, will make it impossible 
It) copy prerecorded disks and play them out- 
side the U.S. before worldwide relea.se. 

The rules were drawn up by the 
Copyright Protection Technical Working 
Group's (CPTWG) subcommittee on DVD 
technology. The group includes representa- 
tives of the major hardware manid'aciurers in 
the DVD consortium — computer manufac- 
turers, motion picture studios and industry 
associations. 

The major motion picture studios have 
feared that the almost perfect reproductions 
olTcred by DVD technology would make 
pirating of software rampant. With conven- 
tional VHS video tape, the quality falls fast 
with each copy generation. To gel a reason- 
ably good copy, users must acquire (he origi- 
nal or a first generation copy of it. 

DVD copies, on the other hand, are almost 
perfect, and a copy of the original or a copy of 
a hundredth-generation copy are almost identi- 
cal. This could result in copies spreading fast, 
from friend to friend, with a resulting drop in 
the sales of the original version. 

The solution drawn up by the commiilec 
includes four main area-s. The data on each 
disk will be 
encrypted 
and only 
DVD players 
will be able 
to unlock it. 
While it is 
easy to stop 
copies from DVD-to-DVD because the sy.s- 
Icm is all digital, slopping analog copies Is 
more difficult. The disks will include the 
same Macro Vision system used on commer- 
cial video tapes today to prevent dupliculiun 
onto VHS tapes. 

A further system, called Copy 
Generation Management System, is being 
employed to prevent duplication of the disk 
data onto future DVD-RAM disks. 

The fourth area of protection is one of 
the most controversial. Regional coding will 
he added to new titles that prevent them from 
being played uuLsidc the area in which they 
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were bought. While detaiL"! of this system are 
yet to be announced it is thought to split the 
globe into two region.s: the U.S-, and the rest 
of the world. 

New disks bought in the U.S.. often 
available before movies enter theatres over- 
seas. will only play on disk players bought in 
the U.S. This system will not be implemented 
on titles that are widely available around the 
world so users will be able to transport most 
disks around the world and find no problem 
playing them. 

While Ihe encryption-based sy.stem Ls 
still undergoing final evaluation by members 
of the subcommittee, a provisional agreemeni 
has been reached that meets the goals and cri- 
teria with regard to digital duplication. 

The encryption system is Ihe same as 
lhai originally proposed and was the product 
of a cross-industry working group. It includ- 
ed members from the computer industry such 
as IBM which managed to achieve a redtic- 
lion in the power needed to descramble ihe 
video without compromising the security of 
the system. 

As a result of the announcement, both 
Toshiba-EMl and PonyCanyon have said 
there will be .slight delays in ihe launch of 
their DVD video software titles. 

The sub-committee has work remain- 
ing in the protection area. It will now work 
towards systems that prevent copying of 
audio disks and videotapes onto DVD 
disks. 4 

Maxtor consolidates its 
manufacturing in Singapore 

Maxtor, which already makes all of its 3.5- 
inch hard disk drives in Singapore, will con- 
solidate all of its manufacturing in the repub- 
lic, the company said recently while launch- 
ing a new 5.1GB hard drive. 

The company is moving production of 
2.5-inch drives from its parent company 
Hyundai's facility in Korea to Singapore. The 
move .signals its re-entry into the notebook 
computer market, from which it had stayed 
away since 1993. 

Launching a new DiamondMax family 
of enhanced IDE hard disk drives in 
Singapore yesterday, Bill Hake, vice-presi- 
dent for worldwide sales, said volume pro- 
duction would begin in November. 
DiamondMax is to be manufactured only in 
Singapore, which serves as the Asia-Pacific 
sales headquiuxers for Ihe company. 

Maxtor already has in place the infra- 
structure to make the 2.5-inch MobileMux 
drives in Singaptirc, meaning not much addi- 
tional investmenl is needed, Hake said. He 
could not comment whether or not Hyundai 


would continue to make its hard drives in 

DiumundMux is the highcsl-capacily 
EiDE drive in the market. Maxtor claims to 
have a redesigned 3.5-inch drive for the 
DiamondMax series, which features capacity 
points of 5.1GB. 3.8GB and 2.5GB. 
DiamondMux drives use the same Formulad 
four-disk head disk assembly (HDA) recently 
introduced in the CryslalMax line. The 
5.1GB drive will cost US$449. 

Maxtor officials say the drives feature 
new magneuvresisiive (MR) heads instead of 
the thin film heads that were used in the 


CryslalMax line. The seek times have been 
reduced to under 10 milliseconds, while the 
CryslalMax averages slightly Ic.ss than 12 
milliseconds. 

Hake said the DiamondMax was targeted 
at Ihe consumer desktop market, where Maxtor 
is strong. "With multimedia, the Internet and 
the Web eating up lots of storage and with 3D- 
cnablcd processors set to fuel higher data size, 
this makes an ideal produci." he said. 

PC companies in Asia using Maxtor 
hard drives include Acer, IPC and AST. Hake 
said. He expected PCs with 5.1CB drives to 
be out as early as this December. Kt'i'l 


All Kinds of Computer & CO ROM Accessories 



From a world famous manufacturer 


Canada’s Largest Inventory • Factory-Direct-Price 


CD Storage Box 

CD 

Mouse & Mouse Pad 

Diskette Box 


eSA Power Bar 

Disk Cleaning Kit 


Keyboard Drawer 

Data Switch 

^ '^'7 

Hard Drive Carrier 

Screen Filter 

Fancy Joysticks 

CPU Cooler 

Telephone Stand 

Custom primed mouse pad 
available. Any design & 

Multi-media Speaker 

Monitor Arm 

Computer Furniture 

t|uanlily are acceptable 

CD Cleaning Kit 


New address: #510 - 
cfTcctive from 


- 3771 Jacombs Rd. Richmond B.C. V6V 2L9 
12/22/96, Tel & Fax # remain the same. 


CANBELL GROUP ENTERPRISES INC. 

1 10-134.31 Maycresl Way. Richmond B.C. V6V 2M3 Canada 

Tel: (604) 279-2366 Fax: (604) 279-2369 
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Branch offic«: 

Alberta Tel; MOB) 291-3351 Fax. (4031 291-3519 
E-mail fastech_8bOcompueor com 
Focus Electronics (CANADA) Inc. 

#145-4471 No. 6 Road, Richmond, B.C. V6 V IPS 
TbI: (6041 273-8086 Fax (604) 273-3488 
Fuiitsu Canada Inc. 

2800 Matheson Blvd. East, MssisseLiga. Om. L4W4X5 
Tel. (9061 602-6454 Fax; (9051 602-5457 
Cainbery Computer Products, Inc. 

165 SiEslCBSefioad East. Markham Ont L3R1G1 
TbI- 1-800331-1624 Fax:1-905-415-9970 


CB Micro Electronics Inc. 

5576 Ch. Si. Francois, Sl-Lautem, QC H4S 1W6 
TbI: (514) 333-7373 Fax (514)334-7707 
Toll Free- (800) 361-2568 
Branch Ohice; 

Toronto, Ont TbI: (905) 672-8767 Fax. (905) 672-6788 
Toll FrBs; 1-800461-6357 

lAncouver.BC Tal: (604) 7339443 Fax. (604) 7309806 
Toll FrBB. (800) 303-5222 

General Datacomm Ltd. 


?l- (BOO) IBM4YOL 


Genicom Canada Inc. 

1 00 Commerce 1.4^ Dtiva East Thomhill Ont , L3T 7R1 
Tel (9051 882-2500 Fax (905) 882-7588 
Centek Marketing Inc. 

20 Barnets (Court, BWg G, Concord, Oni. L4K 4L4 
Tel: (905) 738-9300 Fax (905) 7335563 
Branch Office 

Richmond, BC Tel: (6041 273-5066 Fax: (604) 273-5003 
CHM Computer Accessories 
63 Silverstai Blud , Unit C-1 1 Soartxirough Ont. M1V 5E5 
Tel;(416)299-336g Fax: (416) 299-3685 


Toll Free; 1-800-465-1616 Fax (905) 6294331 
Branch Offices. 

Richmond, BC Tel: (6041 273-1155 Fax' (604) 2739629 
Dorval.QC Tel; (514) 831-1686 Fax:(514)631-7198 
Winnipeg, MB Tel: (204) 989-8750 Fax: (204) 254-7832 
CMS Datalink International Corp. 

#102 342 East Kent Ave.. Vancouver B.C. V5X 4N6 
Tel- (604) 3274335 Fax; (604) 327-2600 
Toll-free 1-800-7504848 


.caitxtrough, Ont M1V2L2 

Tel (416)297-1202 Fax' (416) 754-2240 
Branch Offices: 

Ottawa, Ont Tel- (613)7399775 Fax. (613)7399298 
Richmond, BC Tel (604)278-1181 Fax: (6041 278-1137 
Croup 1 Software 

710DorvBl Dnve, Suite 518, Oakville, Ont. L6K3V7 
Tel' (905) 844-7273 
Hall-Mark Computer POoducts 
1 61 Superior Boulevard, Mississauga, Ont. L5T 2L1 
Tel; (800) 666-798 Fax. (906) 7359844 
Hewitt Rand Corp. i 

160 Admiral Blvd , MissiSsaurffTOt. L5T2N6 
Tel: [9061 795-9600 Fax. (9051 795-1900 

Richmond. B.C Tel: (6041 2768271 Fax:(604)270-0187 
Hewlett-Packard Canada Ltd. 

5150 Spectrum Way, Mississauga. Ont. L4W 5G1 
Tel (9051 2064725 Fax. 1905) 506-4739 
Toll-Free. (8001 387-3867 
Hitachi (Canadian) Ltd. 

6740 CampoOello Rd.. Mississauga, Ont. L5N 2L8 
Tel (90518264100 Fax- (9051 8268818 
Hyuen Canadian Enterprises Ltd. 

240-1 1 181 Bridgepon Road, Richmond, B.C. V6X 1T2 
Tel (6041 2799818 Fax. (6041 278-3089 
IBM Canada Ltd. 

3600 Steeles Ave. E, Markham, Ont. L3R 9Z7 


Toll-Free: 1-800963-9272 

Impulse Computer Corporation 

2700 Argeniia Road, Mississauga, Onl. L5N 5V4 

Tel. (905) 858-3000 Fax: 19051 8589090 

Toll Frea-800-668.1111 

Ingram Micro Inc. (Canada) 

230 Barmac Drive, Weston, Ont. M9L ZZ3 
Tel- (90S) 740-9404 Fax: (9061 7409100 
Branch offices 

Montreal, QC Tel (5141 33497© Fax' (514) 3342174 
Ottawa, Ont 7^.(613)2263386 Fax- (6131 2263387 
Calgary, AB Tel 1403)2359321 Fax 1403) 2856178 
Rehmond, B.C Tel (6041 2768357 Fax- (6041 2769359 
InterWorld Electronics & Computer Industries Ltd. 
1641 Welcn St North Vancouver, BC 
Tel (604)9844171 Fax- (6041 9849357 
E-mail intetworld-vctSmindlink.bc.ca 


|aba Systems Inc. 

BO Shield Court, Markham, Ont. L3R 9T5 
Tel (9061477-6363 Fax (9061477-6891 
Kao Infowstems Canada Inc. 
iQDidakOr.P.O. Box 41, Arnprior, Ont. K7S3H2 
Tel (613)623-7901 Fax (61 3) 623-2886 


-1(604)4319530 

KMl Electronics Inc. 

7170 Warden Ave., Unit 5, Markham, Om. L3R 5M9 
Tel. 1905) 9469533 Fax: 1905) 9465535 
Kodak 

— lEgtin 

Tel (416)7669233 Fax. (416) 761- 

Lance 2000 

250 Shields Cksurt, Suite #19, Markham, Ont L3H 9W7 
Tel 1906)477-6868 Fax- (9051 477-2226 
Landmark Computer Exhibitions, Inc. 

14 Hollis Crescent, Holland Landing, Om L9N 1E7 
Tel (800)2667081 Fax beck. (905) 053-3210 


LCF Advanced Technology Ltd. 
Unit #33613©8 CamBie Road, 
Richmond, BC.V0V2<4 
Tel (604)303.9628 Fax (504) 303-96: 


»9 • 1351 1 Cresiwood Place, Richmond, B.C 
Tel (6041 2789708 Fax (604) 2760305 

Lexmark Canada Inc. 

160 Royal Crest Ci., Markham, Ont. L3R 0A2 


LG Electronics Canada, Inc. 

7391 Pacific Circle, Mississauga, Onl L5T 24 
Tel. (9051 670-0650 Fax (905) 6762379 


Logic Controls Canada Inc. 

13®0 Bridgeport Rd Richmond, BCV8V 1V3 
Tel. (6041 267-2360 Fax (604) 267-2398 
Branch Office 

ScarIxxough ON Tel: (4161 3919864 Fax (416)39 
Logitech Canada, Inc. 

5025 Ofbilor Or., Bldg 6, Sle200 
Mississauga, Ont. L4W 4Y5 
Tel. (9051 629-2006 
Lonson Group 

#3-351 1 Viking Way. Richmond B.C. V6V 1W1 
Tel (604) 2734866 Fax 16041 273-7989 


Mackle Enterprises Ltd. 

#180-12868 Clarke Place, Richmond, B.C. V6V 2H1 
Tel: (604) 2763386 Fax (604)2762289 
Macom Canada Inc. 

500 Alden Road, Unit 7, Markham, OnL L3R 5H5 
Tel: (905) 4799220 Fax. (905)4761774 
E-Mail- maoomeipoline.com 
Markham Computer Corp. 

201 Whitehall Drive, Markham, Onl L3fl 9Y3 
Tel: 19051 476-5100 Fax- (9051 4758955 
Branch office: 

Richmond, B.C Tel 1S041 2769114 Fax. (6041 273-9142 
Matrox Graphics Inc. 

T°M514 ’^‘25 

Matsushita Electric of Canada (Panasonic) 

5770 Ambler Dr., Mississauga. Ont L4W 2T3 
Tel- (905) 2362320 Fax (905) 238-2417 
Branches offices. 

Calgary.AHa Tel (403)2958112 Fax (403) 2K-5493 
Richmond. B C.: Tel (604)2764211 Fax: (604) 27651 16 
Montreal, Que - Tel (514)6363503 Fax (5141633-1086 


Tel 1905) 6e 
Branch offices 

MontreaLQuB Tel; (514) 4468371 Fax: (5141 421-3960 
Vancouver, B.C. Tel: (604) 4367798 Fax: (604) 436701 7 
McKinnon Micro Distributing 
#17612815 Clarke Place, Richmond, BC V8V 2H9 
Tel- 1604) 279-9917 Fax: 16041 279 9918 
Memory House Inc. 

#226 - 113711 Gamble Road, Richmond. B.C. V6X3GB 
Tel (604)821-1178 Fax; 1604) 821-1 107 
E-mail: mhiOskybus com 
Mentek Systems Corp. 

8557 Mam Street, Vancouver B C. V5X 3M3 
Tel (604)321-8533 
Merisel Canada 

200 Ronson Dnve, EfObiGOke, Ont. M9W 5T9 
Tel. 1416)2467012 Fax (4161 240-2505 
Branch offices: 

Si. Laurent, QC Tel: (514)7461695 Fax S14| 7451736 
Richmond, B.C Tef (604) 2762445 Fax: (604) 273-1 1 13 


Burlingloh, Ont. L 
Tel (905) 332-6641 Fax (905) 332-8123 
MIndflight Technology Inc. 

1995 Boundary Road, 2rd l=loor, Wncouver, B.C. V5M 3Y7 
Tal, (604) 294-6465 Fax (604) 294-1301 
Minitronics Office Automation 
ll63320JBcombs Road, Richmond, B.C. 

Tel (604) 2760783 Fax; 16041 278-0769 

MIT Computer Supplies Co. Ltd. 

40 Shields Court 1-2, Markham, Ont. L3H DM5 
Tel: (9051 9460308 Fax: (9051 9468749 
Toll Free- 1-800-796-6225 
Web site: hilp://www microjBck com 
Mitsubishi Electric Sales Canada Inc. 

Iftformalion Technologies Group 
4299 14th Ave. Markham, Onl, L3R 0J2 
Tel 19051 4757723 
Motion Works Corp. 

1020 Mainland St„ Suite 130, VSncouver, B.C V6B 2T4 
Tel: (604) 6859975 Fax. (604) ©5-6105 
Motorola Information Systems Croup 
400 Matheson Blvd. West, 

Mississauga, Ont, L5R 3M1 

Tel 1905)507-7200 Fax- 19051 507-7231 


North Mark, Ont. M3C 1J5 
Tel (416)444-2324 Fax. (416) 4440465 
Toll-Free- 1-80(6367-3054 
Multimedia Solutions Inc. 

Lower 1401, 2nd StSW Calgary. AlOerta, T2R 0V\ 
Tel: (4031 233-941 1 Fax: (403) 233-7757 
National Computer Products 
16636 - 117th Avenue. Edmonton, ABT5M 3W2 
Te(: (403) 454-7400 Fax: (403) 455-5439 
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Toll Free Sales: 1-80(>6E1-69S9 
Brandi offices. 

Uississauea, OniTel:I90B162B<}I25 Fax: 1905) 62&4eS5 
VSricooxer. B.C. TsI: IE041 253-3400 Fax: 16041 2534249 
Calgarv, Tel: 1403) 262-7270 Fax; (403) 4K«39 

NEBS Business Forms Lt(j. 

330 Cranston Cr,, Midland, Ont. L4R 4V9 

Tel: (705) 52 64233 Fax: 17051 526-0570 

NEC Technologies Canada 

6225 Ksnway Drive. Mississauga, Ont. L5T 2L3 

Tel: (905) 795-3600 Fax; (9051 795-3563 

Nextech 

1450 Lodestar Road, Unit 1, Downsview, Ort. M3J 30 
Tel (416) 6366060 Email: nextech®interlog.oQm 
NMB Precision Inc, 

370 Britannia Rd. E„ Unit#5, Mississauga, Ont. L4Z 1X9 
Tel (905)8900570 Fax (9051890-9279 
Branch of" 


Tel. If 


9 Fax: If 


Montreal Tel: 15141 368-9903 Fax: IS14I 3e8-f 

Novell Canada Ltd. 

3100 Steeles Ava. E, Markham, Ont. L3R 8T3 
Tel. 1905) 940-2670 Fax: (9051 940-2688 
Okidata 

2735 Matheson Blvd E.. Mississauga, Ont, L4W 4M8 
Tel; (9051 2364260 Fax. (905) 2384421 
Toll free' 1-800-664-3282 
Ongoing Results Ltd. 

#8-n7 Rinpwood Dr„ Stouffville. Ont L4A I 
Tel. (9051 642-3500 Fax' (905) 642-3545 


Mississauga, 0 
Tel (9051 625-7 


Pacific Royal Enterprises Ltd. 
383-13988 Gamble Road., Richmond BC. 
Tel: (604) 279-873 Fax, (6041 2798739 
Toll-Free: 1-80[F53&8212 


Mississauga. Ort 
22 Fax. (905) 56 


1 182 Sanford St„ Winnipeg Man R3E 229 
Tel (204) 774-8051 Fax' 1204) 7748045 
Toll-Free; 1 800865-3096. 

Paltech Solutions 

Bay 4, 417, 53 AveuB S.E., Calgary, Alberta T2H 2E7 
Tel; 1403) 255-5546 Fax' (4031 255-5759 
PC Craft Inc. 

75 Konrad Cres , Unit A, Markham, Ont L3R 8T8 
Tel, [9051 475-5177 Fax. (905) 475-2893 
PC DOCS Croup International Inc. 

85 Scatsdale Road, Suite 200, Toronto, Ont MSB 2R2 
Tel: (4161 4454823 Fax: (416) 446-6228 
PC One Two Three Computer Corp, 

IlOO Begin, Suita 100, St. Laurent, Qua. H4R 1X1 
Tel: (5141 334-9340 Fax: (5141 334-7671 
Branch oltice; 

Quebec City, Que.iTd: (418)872-3492 Fax: (4181 872-1963 
urce Systems i 
1271 Denison Street, Ui 
Tel:(9a5)513-1811 Fa 


1 62, Markham, Ont. L3R 4B5 


Peripheral Express Inc. 

3115 14lh Ava , Suite 7. Markham, Ont, L3R OHl 
Tel; (9051 513-5777 Fax' 905) 513-5770 
Branch offices. 

Rchmond, B.C Tef (6041 2798281 Fax: (6041 2738207 
Calgary, AB Tel. (403)2508281 Fax: (403) 2508325 
Markham.om TelfflOSl 5138777 Fax- (90515138770 
St LaurBn[, QC. Tel (514) 956-1234 Fax: (514) 966-1099 


Ottawa, Om. Tel: (6131 745-1888 
Perle Systems Ltd. 

60 Renfrew Drive, Markham, Onl. L3R OEl 
Tel; (9051 47S8885 Fax: 1905) 4758646 
Philips Electronics Ltd. 

601 Milner Ave., Scarborough, Ont. M18 1M8 
Tel, (416) 7548245 Fax; 1416) 7548235 
Pinnacle Micro, Inc. 

ISTechnology, Irvine, CA 9271B, USA 
Tel: (7141 789-3000 


Pioneer Electronic of Canada Inc. 

300 Allstate Parkway. Markham. Ont. L3R C 
Tel: (906) 946-7427 Fax: 1905) 9457417 
Tod Free: 1-800850-1703 


SOOWden Rrad^Unnl's* Markham, Ont. L3R 5H5 
Tell 19051 474-1040 Fax; (9051 474-1049 


Powersoft Systems Ltd. 

103-14888 104ih Ave., Surrey, B.C. V3R 1M4 
Tel: 16041 582-74B8 Fax: (604) 582-7399 


Progress Marketing Inc. 

140-6755 Graybar Road, Richmond B.C. V6W 1H8 
Tel;1«)4)821-O066 Fax: (6041 8218110 
Toll Free. 18008188944 


Pro-data 


Unit 6, 854 Marion St Winnioeg, MA, R2J 0X4 
Toll Free. 1800887-3274 Tel: (203) 2318590 


Promar Enterprises Company Ltd, 

2595 E. Bth Avenue, Vancouver, B.C V5M 1W3 
Tel: (804) 261-5768 Fax: (604) 2518588 


Protec Microsystems 

297 LaOrosse. Pointe-Claire. Quebec. H9R 1A3 

Tel' (S14I 630-5832 Fax' (5141 630-2987 


Provincial Products 

3035 Wharton Way, Mississauga, Ont, L4X 2B4 
Toll Free:l-B00-267-4686 (9051 6253737 
Fax: 18008651982, (906) 6251982 


Pucka Computer Corp. 

50 Don Park Rd , Unit 5.6 Makham, Ont. L3R 1J3 
Tel; 19051 940-9839 Fax, (9061 9408977 


QDI Computer (Canada) 

75 Shields Couit, Unit 4, Mark 


Tel: (604) 27B87B9 Fax (6041 275ffl18 


QMS Canada Irtc. — 

2600 Skymark Ave. Ste. 5, Mississauga, Ont. L4W 5B2 
Tel. (905) 2068848 Fax' (905) 2068903 


QNETIX Distribution 

1155 Rene-Levesque WasL Suite 816. Montreal, Que. 
Tel: (514) 8752643 Fax: (5141 8759996 
Toll Free:l-8008656389 
Web SitB.httov7www.qnetix.ca 


Quest Components Inc. 

795 Warden Ave , Scarborough, Ont. M1L4C4 
Tel: 1416) 751888S Fax: (416I 761-5637 


Radius Inc., Canada 

250 The Esplansde, Toronto, Ont. M5A 1J2 

Tel; (416) 777-8900 Fax: 1416) 7778911 

RC Electronics Canada 

90 Nolan Court, Unit 44, Markham, Ontario L3R 4L9 

Tel; (905)415-8600 Fax' (9051 415-3603 


Ready Computer International 

#110- 12860 Clarke Place, Richmond B.C. VeV 2H1 
Tel. 1604)2757618 Fax (604) 27576M 


Samsung Electronics Canada Inc. 

7037 Financial Dr. Mssissauga, Ont. L5N 8R3 
Tel' (905) 542-3535 Fax: 1905) 542-3836 
Samtack Computer, Inc. 

385 Bentley St , Markham. Ont. L3R 9T2 
Tel (90519451880 Fax: (9051 940-0331 
Sanyo Canada Inc. 

50 Beth Naalson Drive Toronto, ON M4H1M6 
Tel. (416) 421-8344 Fax; (416) 4218827 
Branch Office: 

WncouverBC Tel. 1604) 2784466 Fax: (6041 2752599 
Montreal QC Tel 1514) 3428290 Fax: (514) 342-8494 
ScanSource Canada Ltd. 

#200, 10315176 Street NW, Edmonton, ABT6S 1L3 


Tel 14031 4S64953 Fax; (403) 4848767 
Toll-free Tel. (800) 66S-SCAN Fax: (8001 663-SCAN 
Scene 2 Interactive Distributors 
136 Wmges Road, Suite 8, Woodbridge, Ont. L4L 6C3 
Tel, (905) 8553456 Fax: (9051 851-0844 


SceDtre Technofoales Inc. 


City of industry CA, USA 91745 


Fax: (8181 368-3488 





Tel' (4161922-1937 

Fax: (4161 9228397 

SDMS Ltd. 


#1 - 3531 Jacombs Road, Richi-nond, B.C V6V 128 
Tel: (6041 2708787 Fax, (604) 2754556 
Toll Free. 1-800877-SOMS 
Branch Ofiices: 

Mississauga. Onl Tel. (905) 5644397 Fax: (905) 5648920 
Monneal,Que Tel 614)3438998 Fax 614)3434421 
Seanix Technology Inc. 

#140 - 6631 Elmbndge Way, Richmond B.C, V7C 4N1 
Tel: (6041 273-3692 Fax (604) 27581 79 
Branch Offices 

Galgary.AB. Tel; (4031 2918141 Fax. (403) 291-3916 
Concord. Om. Tel 1906)6608829 Fax. (9051 6658840 
Servlceworks Distribution Inc. 

13880 Mayfield Place Richmond, BC V6V 2N7 
Tel: (604) 2734453 Fax (6041 270-7150 
Branch Office: 

MissBseugaON TS:H06)712-2000 Fax: (905) 712-8041 
StLaurenlQC Tel: (51 4) 3444044 Fax: (514) 3444006 


Sharp Electronics of Canad 


335 Biitannia Rd. East. Mississauga. Onl. L4Z 1W9 
Tel. (9051 8952100 Fax: (90S) 568-7109 
Shikatronics Inc 
Ste 204, 30 Taschereau Blvd. West, 

LaPrairie, Quebec J5R 5H7 

Tel: (514) 4444200 Fax. 15141 444-9696 

Toll-Free: 1800-837-6477 

SIdus Systems Inc. 

66 Leek Crescm, Richmond Hill, Toronto, Ont. L48 1J7 
T6M9061 882-1600 Fax:(905)882-2429 
Web Site: hitpV/www.sidus ca 
Branch office: 


41322-1711 Fax 
Edmonton: Tel: (403) 424-2987 " 
Winnipeg: Tel. (204) 287-8993 
Ottawa: Tel; (8131 749-1777 

Montreal; Tel: (514)731-9060 .. 

Halifax: Tel' (902) 420-9460 Fax 

Austin, TK: Tel; (5121 349-7345 Fax 


WBOBCaldan F. 

Tel; (905) 7357122 Fax I9Q5I 7357120 
Toll-Free: 1-9055657157 
Sl^way Computer Centre In 


Tel: (905) 2050203 Fax (9051 206-0075 


322-1 722 
4031 424-8634 
2041 2878767 


SonLab Pro-Sonic El 


Sony of Canada Ltd. 

Comouterand Personal Information Products 
405 Grwdon Baker Rd., Willowdale, Onl. M2H 2S6 
Tel (416)499-1414 Fax: (416) 497-1774 


19433 San Jose City of InduSiry, CA. USA 91748 
Tel 1909)5951258 Fax' 19091 596-5176 
Branch Office: 

NonhWest Tel;(610)4408190 Fax' 1510) 44581 
Spectrum Signal Processing Inc. 

8525 Baxter PL, 100 Producuon Court. 

Burnaby B.C.V5A4V7 

Tel: (604) 421-5422 Fax: (6041 421-1764 

StarTech Computer Products 

175 Sironaon Creseen:. London, Ont. N6V3G5 

Tel: (5191 4559675 Fax: (5191 4559425 

Internet; startech.comoutei9onlinesys.com 
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STD Systems Inc. 

861 Consortium Court. London, Onl. N6E 2S8 
Tell (5191 680-3333 Fax: (619) S80-2939 
Web site: http^/www.std.ca 
Edmonton, AB. TsI: 1403) 46&6800 Fax:(403)465-5355 
Rictimond, BC: Te!: 1504) 27B-2893 Fax: (604) 278-2861 
Deitmouth, NS: Tel: (902) 468-3221 Fax: (902) 468-1017 
Toronto. Ont •• Tel: (906) 477-0388 Fax- (905) 477-01 17 
Calgary, AB. Tel: (403) 2509575 Fax. 14031 2509644 

Montreal, C “ 

OtBwe, (Di 

Stealth Computer Corp. 

1791 Albion Rd., Toronto, Om N 
Tel' 1416)674-3800 Fax, (418)6 


Sunnet Image Ltd. 

6851 Antrim Avenue, Burnaby, B,C. V5J 4M5 
Tel: 1604) 437-3388 Fax: 1604) 437-3308 


Rrchmond, B.C.. Tel:® 


21 tjundas Square, Toronto, Ont. M5B 1B8 
Tel: 1416) 862-9400 Fax: (4161 862-9618 
Toll Free. 1-800-268-1957 


Tatung Canada 

13980 Btiflr 

Tel: (604) 3i 


Tel: (905) 6709699 Fax: 

Toll Free, 1-800968-5598 
Branch offices 
Richmond, S.C.: Tel: 1-B0( 

Tektronix Canada Inc. 

785 Arrow Road, Weston, Ont. M9M 2L4 
Tel: (416) 747-5000 Fax, (4161 747-9799 
Toll Free- 1-8006619625 
Web Site, http://www.tBk.com 
Tenex Data Corp. 

45 Commander Blvd. Scarborough, Onl M1S 31 
Tel: (418) 291-7151 Fax: (416) 291-6416 
Texas Instruments Cenada Ltd 
Personal Productivity Products 
41 Shelley Rd., Richmond Hill, ON L4C 5G4 
Tel: 19051 8849181 Fax: (905) 884-2819 
The Source Code Escrow Company Ltd. 
Suite 706, 330 Say Street, Toronto, Om M6H 2! 
Tel: (416) 603-2075 F8x:(41Sl603-2075 
TKP Electronic (Canada] Ltd. 

#118- 13982 CambiB Road. Richmond, B.C, V6\ 
Tel: (604) 279-0320 Fax: (604) 279-0321 
Top Link Distribution 
Unit 9, 4751 Shell Road, Richmond, B,C. V6X 31 
Tel: 16041 279-2630 Fax' 1604) 279-2581 
Tomaurijnc. Com^an^ Profile 


Unit 13 Richmond Hi.,, u,.. 

Tel (90518869122 Fax. (905) 8866452 
1-800-268-4049 
Toshiba of Canada Ltd. 

191 McNabb St,. Markham. Ont. L3H 8H2 
Tel: 19051 470-3478 Fax: (9051 470-3479 
Toll Free: 1-800-663-0378 
Branch office. 

"?l: 1604) 303-2500 
9l: 14031 248-3883 Fax (403) 248-3926 




Quebec City: Tel 


(403) 4656733 
--- 782-22)9 
595-7111 
626-6044 


Trice international Co. 

769 West Pander St., Suite 668 Vancouver 
Tal: (604) 60&6288 Fex, (604) 6060286 


Trimex Marketing Inc, 

4611 Viking Way, Suite 120, Richmond, B.C. 

Tel: (6041 278-6700 Fax: (604) 2789619 
Toll Free: 1-8009639883 
Branch offce. 

MarkhamOnt. Tel. 19051 474-011 1 Fax. I90BI 474-1952 


515429454 Fax: 19051 5429223 


Unit 213620800 Wastminslar Hwy., 

Richmond, BC V6V 2W3 

Toll Free: 1-888981-2288 Fax: 16041 279-9972 


TTX Canada Ir 
14-1200 Aerowoi 
Tel: (905) 2c 


TVM Video & Monitor Canada Inc. 

13980 Bndgeport Road, Richmond. B C V6V1V3 

Tel (804) 276-0096 Fax. (604) 

Ultinet CompL 


IX. (604) 2762669 
Computer Corp, 

ei Blog., 100 Bndgeland Ave 

ito, Ont. M6A 1Z4 
416)256-2000 Fax; (4161 2561449 


Calgary Tel: (403) 652-5227 Fax 

Winnipeg Tel- (204) 284-2818 Fax 

Montreal Tel 1514)333-2818 Fax 

Quebec City Tel. (418) 581-2018 Fax 

Halifax Tel. (902) 468-1088 Fax 


Wall Data (Canada) Ltd. 

1596 16tb Ave., Suite 303, Richmond Hill, Ont 14 
Tel (905)771-6463 Fax: (9051 7719829 
hnB://www.walidata.com 


17-2373 F 


<:(519)74 


htlR.//www.meol6SOft.com 
Waveform Technologies Inc. 

Unit #4, 7218 Progress Way, Delta, B.C. V4G IH2 
Tel; (604) 946WAVE (9283) Fex: (6041 9469269 
Toll Free: 1900964-WAVE 19283) 

Web Xpress 

4490 Chesswood Dr., Unit 3, Norm York, Ont M3J 2B9 
Tel. (416)8389028 Fax (41616364477 
httpY/www.webxores.com 
Wes-Micro Electronics Inc. 

ISSeeCambiBRoed, Suita 373, Richmond, BC V6V2tC4 
Tel. (6041279-1886 Fax (604)2761867 
Branch oltice: 

Richmond Hill: Tel. (9051 8869390 Fex: (9051 8862650 


Tel' (5141 344-5151 Fax: (514) 344-0855 


Toll Free: 19069679769 
Western Carbon k Ribbon (1993) ln< 
1445 Powell Street, Vancouver, B C. V5L 1G 
Tal. (604) 251-3115 Fex (604)251-1277 




1702 Fax 


5) 5664711 


1325 Boundary Rd., Vancouver, BC V5K4T9 
Tel. (6041 2961439 Fax. (604) 2969517 
WIzbot Inc. 

2400 Wyecrotl Rd., Unit 1 1 , Oakville, Ont L6L 6M8 
Tel (9051 8479696 Fax; 19051 B47-6170 


UNIVELL Microsystems Inc, 

#107 - 3030 Jacombs Road, Richn 
Tel (6041 276-9986 Fax' (604) 27 


891-MEGA Fax: 1905) 336-7380 
Vastek Remarketing Inc. 

111 Grenton Drive #4(jl, Richmond Hill, Ont, L4B 1LB 
Tel' (905) 882-0090 Fax; (905) 8829367 
ViewSonic Canada 

328 Consumers Road, North York, Ont M2J 566 
Tel. (416) 491-70B8 Fax. (416) 49193U 
VTech Computer Systems Inc. 

480 Hood Hoad, Uhil 1. Marham, Ont. L3B 9Z3 
Tel 19051477-2818 Fax; (9051 940-2818 
Branch offices: 

Richmond Tel: (604) 2760588 Fax. (604) 2762059 


White Knight Distributing 

1063760 Jacombs Rd.. Richmond, B.C. VBV IVB 
Tel (6041 279-9908 Fax (604) 279-9902 
Toll-Free; 1-6066666183 
Branch Office; 

Richmond Hill.Ont. Tel: (9051 8863862 Fax (9051 8863090 
Toll Free. 1900952-5039 

Calgary, AB. Tel; (403) 291-1688 Fex. (403I 291-0889 
Toll Free 1906668-3381 

Halifax: Tel: (902) 4669898 Fax' 19021 4665988 

Wollongong Croup Canada 

the 220 fvcb-sher Dr , Suite 200, Wateiloo, Ont. NZV 2C7 

Tel. (519) 747-9900 Fax: (5191 747-8902 

http://wvwv.twg. on, ca 

Wong's Industrial Toronto Ltd. 

145 Royal Crest Ct., Suite 39, Markham, Ont, L4C 9SB 
Tel. I905) 513-1980 Fax 190516161982 



1514) 33614B2 
(418) 681-4370 
(902) 4666522 


open Speck Parkway, Ste 750. 
iviixaissauga, Onl. L42 1H8 
Tel; (9051 507-2600 Fax' (9051 507-2828 
X-CEL 4lnc. 

6765 Cotedebasse, Suite 213, 

St. Laurent Que H4T 1E5 

Tel: (514) 737-7433 Fax. (514) 3344651 

X-CEL Computer Hardware k Software 

5315 Tomken Rd , Unrt 10 Mississauga, Om. L4W 1P5 

Tel: (905) 2363588 Fax. (905) 238-3349 

YHC Cassette Industrial Ltd, 

75 SainsOury Sq., SserOorough, Ont M1V3K1 
Tel: (416)321-1179 Fax' 1416) 321-8451 
Zenith Data Systems Canada Ltd. 

675 Cochrane Drive, Suite 101, 

Markham, Onl. L3R 0B8 

Toll Free. 1-8067460813 Fax. (416) 7562117 

Zentronics 

5600 Keaton Crescent, Mississauga, OnL L5R 3S5 
Tel; 19051 8061105 Fax; (905) 803-1 123 


hrtp.//vvww.zercom.nel 

Zida Technologies Canada Ltd. 

60 Amber Si , Unit 9, Markham, Ont. L3B 2Z9 
Tel: 1905) 474-9832 Fax; (905) 474-091 1 
Zorin Systems Corp. 

2740 - 3 Matheson Blvd , Mississauga, Ont L4W 4X3 
Te - 1905) 6254100 Fax 190516262166 


(CCWj Sourcing Directory, please lax your company 
name, address, phone number, tax number td. 

CCW Scardm DifBCtary Fax: (604) 608-2686 
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THE PUNDIT 


Column 



hy Graeme Beimell 




There's nothing that will bond your clients to you like saving their 
bacon with little or no delay with the good news that the new printer driver 
(etc.) that will solve their problem is at http://www.whatever.com and that 
you're downloading it right now." 


It's probably safe lo say there aren't loo many 
computer resellers uul there who haven't ben- 
efited from the surge of interest in the Internet 
over the last lew years. 

Indeed, the ‘Net is widely attributed as 
the major force that drove the home comput- 
er boom during this period (a plethora of llrsi- 
class entertainment titles and plummeting 
prices on CPUs, hard drives and RAM didn't 
hud. cither). Even those con.sumers that don't 
yet own a modem probably have u basic idea 
of the wealth of resources "out there" and arc 
aware that the 'Net can provide a wide array 
of business, education or entertainment bene- 
fits. 

But what about Internet shopping? Most 
analysts agree that the average consumer is 
not ready — nor likely to be anytime soon — 
10 trust his or her credit card info lo the uncer- 
tainty of the ‘Net. 

So. is commerce on the ‘Net a non- 
Lssue? I don't think .so. Although Joe and 
Josephine Consumer may not be ready to buy 
hi-tech products via the Internet, there is a 
distinct and powerful New Consumer trend 
toward researching purchases in this way. 
The basic principle worits for technical trou- 
bleshooting. as well: search U.scnet for the 
product model and see what others are saying 
about it, and looking for solutions to common 

Indeed, a growing number of people are 
surfing the net lo find out the caveats and 
golchus of their intended purchase before 
dropping their bucks on the table. 

Leverage the Internet 

Here's how you can participate in this .strong 
and potentially profitable trend. 

1 . Get your technicians to use a search engine 
lo search Usenet (and/or the Web) for 
answers for your clients - preferably while 
they are on another phone line. There's noth- 
ing that will bond your clients to you like sav- 
ing their bacon with little or no delay with the 
good news that the new printer driver (etc.) 
that will solve their problem is at 
http://www.whatever.com and that you're 
downloading it right now. 

2. Reinforce your company's on-line pres- 
ence with the kind of information that helps 


your clients make informed purchases. What 
is the difference between an HX and a VX 
motherboard'’ Why should they pay extra for 
SDRAM, and so on? If you can show them 
this info on your company's Web site (or even 
a local hard drive copy), you not only demon- 
strate that you have the answers and the tech- 
nical expertise to fulfill their needs, but you 
arc. in effect, training them lo become more 
self-sufficient in solving their own problems. 
After all. every hour your technicians spend 
in after-sale-support hurts the bottom line. 

3. A decent seaivh engine can pul sales-ori- 
ented information at your fingertips, too. 
Recommended configurations, technical 
specs and ballpark prices can he called up 
while you're talking to the cu.siomer on 
another line. 

4. Another key piece of your on-line presence 
is the E-mail angle. Encouraging your cus- 
tomers to interact with you via E-mail has 
several potential benefits: most notably, the 
dialogue carries its own tracking and 
response mechani.sm. The information is eas- 
ily carried lo or from databases, fax-bucks, 
and other data types. Having the ability to fax 
information directly from your PC only adds 
to the advantage. 

Understand the Intranet 

There are many other ways to leverage the 
Internet experience. 

Chances are. you. like many dealers, 
find that your best customers have a consid- 
erable network infrastructure in place, loo. 
These organizations have users who. just like 
you. have gone through the growing pains uf 
DOS-based networks and are now experienc- 
ing Ihe advantages of more mature Windows 
clients and administration tools. 

As well, if we arc to believe the statis- 
tics. it is clear that many businesses are 
experimenting with in-house 'intranet' 
servers and related technologies. The fact that 
a growing number of companies are starting 
to discover why they need routers, hubs, 
proxy servers and other trappings of modern 
networks is a good reason for your staff lo be 
looking into these areas. 

Even if the majority of your customers 
aren't far into 'the deep end' yet. it is clearly 


to your benefit lo take a leadership role and 
gel acquainted with the tools and techniques 
that are required to pul up an Intranet server. 
Fortunately, this is remarkably easy these 
days. With tools Microsoft's freely distrib- 
uted Personal Web Server or the tools in 
Frontpage or NT's Internet Information 
.Server, the tools are almost trivially ea.sy to 
set up and maintain, at least at a basic level. 

Naturally, there are plenty of solutions 
that don't involve these Windows-based 
tools, loo. If your business focus is 
Macintosh, or databases, or any one of a 
thousand other niches, there are products you 
probably already know about that will both 
prove and complement your expertise. 

Is it a waste of time if you are not plan- 
ning lo sell intriuiel systems or services? Not 
at all. Your customers want lo upgrade and 
what new upgrade doesn't include a few 
Internet-related features? If the customer's 
got a question, who are they going to call? 

Everyone’s doing it 

As well, the 'Net has probably become more 
commercial than it was in the worst night- 
mares of the Internet old-timers. 

There are very few companies who 
don't fancy seeing their products or services 
listed somewhere on the Web — and it is fair 
to say that relatively few of those that do post 
their pages on the Wch do so in a way that is 
truly effective. Nevertheless, busines.ses want 
to be there, and witli ail that free software lo 
help them build their own pages, they proba- 
bly have a home page started already. 

Now that rival slandtirds for 56K6ps 
modems are in the news, ADSL is just around 
the corner and ISDN is reaching the home at 
affordable prices, ii will be interesting to see 
what will happen to the modem market. Drop 
me an E-mail and tell me what 
you think! 3321 

Graeme Beimell holds ihf 
posilioii of inaimRinfi 
edilor ul The Comiiiilcr 
Paper, and is a former 
eompiiler reseller. Based in 
Vancouver, he can he 
reached al graeme&lcp.cci. 
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COMDEX Bricgs M 
All Together at Vjilcouv^. - 

rm Event,., 



3 WAYS TO REGISTER 
AND GET MORE INFORMATION 


617 449 S$54.tiiM<Mt»62. 
«ndlM*()«urfuAtHniMrn»dy ■ 
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^.COMDEX 

PacRim 97 

It's all here — everything you need to stay on top of the latest computer and communications tech- 
nologies! From the world's #1 educational conference to empowering tutorials...from technology 
solutions to IT's hottest new products...from keynotes by three industry leaders to a PowerPanel... 
and much morel COMDEX/PacRIm '97 is designed to give you an in-depth understanding of key 
issues, tactics, and strategies, plus the knowledge to choose the products that will provide the most 
effective payback for your technoiogy investment. 

THE COMDEX/PACRIM THE COMOEX/PACRIH 

EXHIBIT FLOOR TECHNOIOGY CONFERENCE 

• See over 250 exhibiting companiesi • A world-class educational forum of seven 

Apple, Borland, Canon, Hewlett-Packard, tracks and over 30 sessions — providing 

Intel, Microsoft, Novell, and more! the ideas, strategies, and educational 

• Access !nnii,nrris O' proditcis --- support you need to maximize today's 

Preview everything, from Windows NT to new technologies! 

Pentium Processors, Microsoft Explorer • Pre-show, in-depth Technical Tutorials 
to Java.., and more! focusing on the tools, tips, and techniques 

• The world's #1 dedicated technology areas that will enhance your technical knowl- 

featuring COMDEX Internet, COMDEX edge and business skills! 

Communications and Network Computing, • Pcvvoru.ud --Issue-filled discussion 
COMDEX Multimedia, and the Microsoft and debate on Changing Technologies, 

Partner Pavilion. See "live" demonstra- Changing Lifestyles: 1975-2025! 

tions in action! • Keynote Addresses by liene H. Lang, 

Vice President, Digital Equipment 
Corporation; Jeff Dossett, General 
Manager, Microsoft Canada Inc.; 
and Scott Frame, Vice President, Office 
Document Products, Xerox Canada Ltd. 


January 21-23, 1997 • Vancouver Tr=i;e & Convention Centre • Vancouver; British Coiumbia 

PnxJuctnamesmayhetrarlentartuoriegistertrltrarlenrarlisoftheirrespectiveconrpanies. 01996 SOFTBANK COMDEX inc. -300 Fir« Avenue, Needham, MA02194-2722 USA PR357a 10/96 
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CoMTEX Super Server 

CCW's Award of Technical Excellence 


Here's what Canadian Computer Wholesaler Magazine 
had to say about the Comtex Super Server 


If you’re looking for serv- 
er power this dual processing 
Pentium Pro 200 is a definite atten- 
tion grabber. With 128MB of 
RAM, a fast Seagate SCSI HD and 
a $2,800 video card with 16MB on 
board, you've got yourself the 
makings of a real performer. The 
zippy video card certainly helped 
this system score high on our 
benchmark tests. 

Comtex is well known for 
.submitting solid machines into our 
Lab tests, and thi.s time around 
was no exception. (The Winpac95- 
DNE .system is fa.st. complete, and 
affordable. The system is com- 



prised of quality components such 
as a Diamond Stealth video card, a 
Western Digital hard drive, an 8x 
CD-ROM from Toshiba, and NT 
v4.0. all for a suggested retail price 
of $3.2CX).) 



Reseller 

auUiorization: 

Dealer auUiorizalion is based on geogmphi- 
caJ territories. 

Marketing support: 

• Literature and marketing 

■ Co-op funds for marketing 

• Internet suppon 

• Product training seminars. 

Additional channel support: 
jUditional channel suppon includes joint 


Check our web page at: http/Avww.comtexmicro.com 



Call us for nearest COMTEX's Dealer 

COMTEX MICRO §Y§TEM lIVC. 


Head Omce 
#100-13751 Mayfield Place 
Richmond. British Columhia, 
Canada V6V 2G9 
Tel; (CM) 273-8088 
Fax: (604) 278-2818 


Branch Ofllce 
#7-3610 20th Street N.E. 
Calgary. Alberta. 
CanadaTI Y 5Z7 
Tel: (403)250-3386 
Fax: (403) 250-8092 




ServiceWorks regains Greg Smith 

2 r Richmond. B.C.'s Servia'Wcski 
_ Distribuiion Inc. has named 
^ Greg Smilh director of sales 
— western region. 

According to the com- 
^ puny. Smilh has more than a 
I decade ofexperience in com- 
puier hardware distribution. 
Originally an account representative 
with ServiceWorks from 1986 to 1991. he 
returns to the company after four years as an 
account manager with Globelle. 

His chief rc.sponsibilities at ServiceWorks 
will be to continue to build partnerships with 
the re.scllcr community and to oversee the 
company's marketing efforts. ♦ 


Kahn cuts link to Borland 

(NB) — Philippe Kahn has severed his la.sl 
official tie to Borland Iniemaiional with his 
resignation from the company's board of 
directors. Before he stepped down from his 
chief executive ofllcer position in 1995. he 
spent 12 years taking Borland from a garage 
operation to a multi-million dollar company. 

During that lime, he experienced the 
high.s and lows typical of high-tech compa- 
nies. He was the darling of the media at limes 
and. at others, the guy responsible for heavy 
Borland losses. He introduced developer 
tools, a contact manager, a word processor, a 
spreadsheet produci. database products, and 
others. He built record revenues, at limes in 
triple digit growth, for the company, and he 
suffered through huge losses. 

After he stepped down as the head of the 
company, he remained a part of Borland by 
holding a seal on the board. As a good-bye 
present, he received the rights to Sidekick, a 
personal information manager, and 
Dashboard, a Windows interface and applica- 
tions manager/organizer. 

With Sidekick as a centerpiece. Kahn 
established a new siart-up software company 
called Starfish Software in 1995. His latest 
efforts focus on products, including Sidekick, 
which incorporate Internet and Java features. 

Today's announcement came from Starfish, 
which in a short release, slated, “Philippe Kahn 
today resigned as a member of the board of 
directors of Borland Iniemaiional Inc. Kahn has 
lessened his involvement with Borland since he 
siaried aggressively pursuing Java software 


development with Starfish Software, a company 
he co-founded in 1994 to provide 
InlemelAnlranel solutions for infbmiation man- 
agement. collaboration, and produciiviiy." 

A representative of Starfish said: 
"Philippe does not want to talk about the past 
and what happened at Borland. " ♦ 

Former Microsoft Canada CM 
resigns from corporation 

(NB) — In Microsoft's second major realign- 
ment in the last few months, the company 
created two new worldwide product groups 
and established the new position of chief 
technology officer. At the same lime. 
Microsoft announced the resignation of il.s 
highest ranking women executive, Patty 
Sionesifer, senior vice-president of the 
Interactive Media Division. 

Under the realignment, two new protiuct 
groups are created: Platforms and Applications 
which will be headed by group vice-president, 
Paul Maritz. and Interactive Media which will 
be headed by group vice-president. Pete 
Higgins. Group vice-president, Nathan 
Myhrvold, was also announced as taking the 
new position of chief technology officer. 
Maritz had headed the Platforms Group, but 
now has responsibilities to include productivi- 
ty software. Higgins and Myhrvold had co- 
maniiged Microsoft's Application.s and 
Cnnienl Group. 

The resignation of Pally Sionesifer came 
as a surprise, especially as it was announced 
along with this realignment. She was just 
appointed head of the Interactive Media 
Division this year, and with the realignment 
would have been under Higgins. Sionesifer 
said she hu.s chosen to leave after eight years 
at Microsoft to pursue personal interests and 
a new career as a management consultant. 
She plans to remain with Microsoft through 
the end of the year. 

Sionesifer Joined Microsoft in 1988 and 
began us senior manager of Microsoft Press 
and later served as general manager for 
Microsoft Canada. She was named vice-pres- 
ident of product support services (PSSl. In 
1993. .she became head of the Consumer 
Division of Micro.soft which hecume the 
Interactive Media Division in 1996. 

“Pally has built the lop consumer soft- 
ware business in the world." said Microsoft 
CEO Bill Gaie.s. "She began talking about 
moving on and focusing on personal inter- 
ests and new profe.ssional opportunitie.s a 
year ago but agreed to stay on and step up 
her involvement because of the unique chal- 
lenges we faced with interactive media and 
in ensure a great transition. She made 
incredible coniribulions in a variety of roles, 
and we will miss her." 


Dec. 4-6 Hand-Held & PDA Expo Forum 

San Francisco 
Contact: Doug Nelson, PDA Inc. 
Call: (415) 252-8008 
Fax: (415) 252-8055 
E-mail: info@wmsltd.com 


Dec. 6-8 

PC Expo'96 

Montreal 
Contact: Claude Thibault, 
Groupe Expocor Inc. 
Call: (514) 844-0502. 

Dec. 8-12 

SGML 95 

Sheraton Centre 
Toronto 
Call: (703) 519-8160 
Fax: (703) 548-2867 

Dec. 13-18 

Great Canadian 
Computer Show And Sale 
Metro East Trade Centre, 
Pickering, Ont. 
Call: 1-800-265-7081 

Email: lce@idirect.com 

Jan. 14 

ITAC Board of Goveroors 

Toronto 
Contact: Bill Munson 
Call: (905) 602-8510 

Jan. 21-23 

Comdex/PacRIm'S? 

Vancouver 

April 18-17 DCI's Database & 

Client/server World 

And DCI's Data Warehouse World 
Toronto 
Call: (508) 470-3870 
Fax; (508) 470-1992 


May 1-2 ITAC Board of Governors 

Washington 
Contact: Bill Munson 
Call: (905) 602-8510 
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Collected Numbers 


NT is growing force on Canada’s Intel servers 


NT Server sales are taking off in ihe Imel 
server world, according to a recent study 
called “Unix ami NT Server Markets in 
Canada." by Evans Research Corp.. of 
Willowdale. Om. 

According to the study, corporations are 
standardizing on NT Server because it appears 
to be "a good long-term buying decision." 

It appears customers aren't buying NT 
Server on Intel for client/server, but rather to 


support filc-and-print applications. 

Says the report; “NT Server is thus mak- 
ing tremendous inroads in Novell's market. 
The network integrators that we have talked 
to in the last quarter have all described simi- 
lar scenarios. Last year, Novell otitsold NT 
Server 10 to one. This year, the ratio is 
expected to decline to two or three to one. 
Several predicted that next year NT Server 
sales would rival Novell sales." 



Canadian Intel Server 

05 
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Voice Your Opinion! I 

Reader Poll 

The concept of the network computer is 
hot — at least in the minds of vendors 
these days, as company after company; 
.such as IBM, Sun, Oracle, launch their 
vision of the NC, and us even Microsoft 
and Intel get in on the game with their 
NetPC counter-proposal. 

Meanwhile, many computer manu- 
facturers are also turning their attention 
to the home market, and looking for 
opportunity in the Internet 'appliance' 
scenario — which would allow users to 
browse the World Wide Web and access 
Internet .services via a low-co.si terminal 
device. 

Our questions to you: 

Do you think the network computer will 
he a significant technology for business 
customers? 

□ Ye.s □ No 

Do you anticipate demand from your home 
consumers for an Internet appliance? 

Yes No 


Send your response by fax 

604 - 608-2686 

or log into our Web site 

http://'www.ccwmag.com 

E;mail ccw@tcp,ca 


North American software sales are up 
up over last year’s figures, says the SPA 


According to figures released by the Software 
Publishers As.sociation (SPA), based in 
Washington. D.C.. sales of personal computer 
application software in North America 
reached US$4.5 1 billion — an overall 7.8 per 
cent increase over the first halfof 1995. Sales 
for the second quarter of 1996 were US$2.18 
billion, a 5.7 per cent increase of the second 
quarter of 1995. 

The SPA says desktop publishing and util- 
ides software sales exhibited Ihe highest growth 
rales during the first half of 1996, recording 
US$158.4 million in sales, an increase of 60.2 
per cent over last year’s llgure of USS98.8 mil- 
lion. Utilities sales in the first half of 1996 


(US$$347. 1 million) were up 59.4 percent. 

Also making strong showings in the first 
half of ihe year were: databases (up 32.5 per 
cent); graphics (up 48 per cent); and lan- 
guages and tools (up 37.9 per cent). 

Sales of combined 16-bil and 32-bit 
Windows applications increased 14 percent in 
Q2, over Ihe same period last year. But DOS 
applications were down 5! per cent over the 
quarter a year ago, and Macintosh applica- 
tions were down 21 per cent. (However. 
Macintosh home creativity and databases 
showed increases of 76.9 percent and 80.4 per 
cent respectively over Q2 1995.) 


North American PC Software Sales (First Half 1996) 
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Entertainment 

$170.0 

$32.0 

$74.3 

$22.1 

$298.4 

Home Creativity 


$13.8 

$111.9 

$15.1 

$141.3 

Home Education 

$35.6 

$33.3 

$219.1 

$66,0 

$359.8 

Finance 

$25.8 

$1.9 

$199.3 

$23.6 

$250.7 

Word Processors 

$2.1 

$91.8 

$308.3 

$21.7 

$424.5 

Spreadsheets 

$1.7 

$61.6 

$289.1 

$16.9 

$369.9 

Databases 

$3.3 

$52.1 

$114,6 

$24.5 

$194.9 

Integrated 

** 

$10.7 

$32.8 

$13.2 

$57,4 

Utilities 

$29.7 

$113.8 

$63.2 

$64.1 

$347,1 

Presentation Graphics 


$44.3 

$183.7 

$12.3 

$240,2 

Drawing & Painting 


$6.4 

$86.7 

$84.9 

$183,8 

Desktop Publishing 


$27,0 

$82.9 

$48.5 

$158.4 

Other Graphics 

$9.9 

$73.7 

$71.7 

$33.7 

$192,2 

Project Management 

$2.5 

$14.3 

$58.5 

$3.5 

$78.7 

PlMs 

$2.1 

$4,4 

$132.0 

$21.4 

$160.8 

Languages & Tools 

$3.2 

$59.5 

$158.7 

$3.3 

$224.9 

Other Productivity 

$66.1 

$165.0 

$428.0 

$129,1 

$829.7 

Total* 

$352.6 

$805.5 

$2,614.8 

$603.9 

$4,512.7 
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Only SyncMaster could make 
such a statement! 

computer pubfications. With lealures such as Plug'r Play, Real Colour Conlml and Invar Shadow Mask, Ihe SyncMaster line earns top n 
And with years ol experience building monitors lor some of the best names in the business, Samsung has earned 
a repulallon for quality and reliability. Cet the complete story from your Samsung reseller today. 
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Learn and Compare 

Sccplrc' niitv offers three 

WINpIay monitor lines: 

1, Business Series /Award-viinning plug 
ind play in beige. 

2, Cusloin Scries/Same high perfor 
mance now in black. 

3, Multimedia Series' BuiJl-in speak- 
ers. microphone, earphone jack. 

Call Tech Data or Sktway Tor more 

Infuctnallun on each innvs alive line, 



Call Your Distnhutar Today 

^ Techpaa 

800 - 668-5588 


905 - 513-9300 





